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TROSTEL CALF I$ C-L-I-C-K-I-N-G 


The opinion is spreading rapidly . . . Trostel Calf is «the 


5 


last word” in leather for men’s shoes. With retail cus- 
tomers, dealers and manufacturers alike, it is “clicking” 


because of its handsome finish and its durable quality. 


CALF gh 
IN COLORS | oa MILWAUKEE 


SINCE 1854. 


When writing advertisers please mention Boot and Shoe Recorder 





hoot and Shoe Kecotde’ 


VOICE Of The TRADE 


FRANK E. PACKARD of Campello, Mass., writes: 

“Ordinarily, Egypt is associated with the an- 
tiquities of tombs and pyramids, not with modern 
shoe store service. 

“Recently my wife was forced to purchase a pair 
of black evening slippers in Cairo. We went to a 
reputable and elaborate Parisian shop but they had 
no sizes. Another modern shoe salon had no suit- 
able fabrics. Finally, as a last resort, we entered 
the shoe balcony of a reliable Egyptian emporium. 
They didn’t have what we desired in stock but the 
clerk in casual, convincing English, suggested that 
we select material from their dress goods depart- 
ment, permit the taking of foot measurements and 
he would guarantee fit and delivery within thirty- 
six hours. If entirely satisfactory, the charge would 
be $7.50 American exchange. 

“To our astonishment, the pumps were ready as 
promised, including an enviable fit, with extra- 
ordinary craftsmanship and wear thrown into the 
bargain. 





“So, elated over our purchase, we hurriedly left 
the store and rushed aboard a tram-car; only to be 
reminded by its flowing robed, caramel colored 
conductor, that I was sitting in a compartment 
strictly reserved for the harem-—and would I move? 
I did and so did my wife.” 


THE Milwaukee Journal, in a ten page editorial 
and advertising feature on men’s fashions—hats to 
shoes—is dominated by stories and promotions of 
shoes. 





Our compliments to the merchants and promoters 
of this cooperative venture in putting their best foot 
foremost. The wide variety of suits shown, each 
with appropriate footwear, emphasizes the need for 
flexibility and change in attire. The paper says: 

“There is no such thing as a complete wardrobe. 
That early Victorian dandy, the Count d’Orsay, 
sized up the situation fairly accurately when he 
uttered the pronouncement: ‘Coats are like dinners. 
A man scarcely has time to select his last before 
he must look forward to his next.’ 

“While a man’s wardrobe is not as much a cause 
of extravagance nowadays as it was in those years 
when men had to exercise great care in matching 
the colors and pattern and material of their coats, 
waistcoats and trousers, that factor is all the more 
reason why an individual should give serious con- 
sideration to the selection of his clothes. A man is 
still judged on first acquaintance almost entirely 
by his appearance and it is still vital that he attire 
himself in such a way as to make that appearance 
a favorable one.” 


You can fit 
some of the 
people all of 
the time, and 
all of the peo- 
ple some of the 
time, but you 
cannot fit all of 
the people all 
of the time. 
—Achilles 





GEORGE H. LEACH of the Walk- 
Over Shoe Company, says: 

“The B. F. Goodrich Company is 
now making rubber horse shoes as 
another item in the campaign for 
‘Less Noise.’ We enter rubber heels vs. 
leather in the same contest and for the 
same reason. Yet we realize that there 
is a distinct place for the leather heels 
as well, and we are trying to meet it.” 





V. L. PHILLIPS, Educational Direc- 
tor of the Julian & Kokenge Company, 
is making a swing around the country 
explaining to Foot Saver dealers the 
merits of their Shortback lasts. Every- 
where, he says, business is going ahead 
of last Fall except in the few stores 
that can’t get the low price idea out 
of their heads. 

“The one outstanding feature of suc- 
cessful shoe stores,” Mr. Phillips con- 
linues, “is that they carry well known, 
standard, recognized lines. Name any 
shoe store or shoe department that is 
really going places and you'll find it 
pushing and carrying plenty of sizes 
in one or more of the leading lines. 

“Any shoe dealer who thinks he can 
make a go of it with unknown shoes is 
licked before he starts. I do not say 
the unknown makes may not have 
plenty of merit. That’s not the point. 
Customers demand a pedigree with 
every purchase. If it doesn’t carry a 
name their suspicions are aroused. 

“Nor can we blame customers for 
feeling that way about their shoes. 
You and I are no different. “Who 
makes it?’ That’s the first thought we 
all have about the things for which we 
spend our good money.” 


* * * 


FRANCES DEE wears an evening 
gown of white suede leather and Kath- 
leen Burke wears an afternoon dress 
of brown suede leather; and other 
ladies of the movies wear sport clothes 
of leather. If the fashion spreads the 
“lady clad all in leather” will soon be 
here. 


BOOT AND 





—The Brookmire Corporation, na- 
tionally known as Investment 
Counselors and Administrative 
Economists, have recently issued 
a Bulletin captioned: "Time to 
Advertise.” 

—The following quotation should 
serve as food for thought to (and 
possibly stimulate into action) 
some of our conservative and cau- 
tious friends: 

"A substantial revival of 
activity is now under way, 
and this will carry business 
volumes this Fall into new 
high post depression levels. 
Retail trade, as a result of 
improved business volumes, 
work relief, and a continu- 
ance of direct relief, will 
likely reach the _ highest 
levels attained for the sea- 
son since 1931, and it may 
even exceed that year. Trade 
opportunities will be reason- 
ably satisfactory throughout 
the entire United States, but 
best results will be obtained 
in the blackened areas on 
the Income Map. 

"Those who hope to re- 
ceive a proportionate share 
of the increased business this 
Fall should map out an ex- 
tensive advertising campaign 
and go after it now. Prices 
on many items of consumers’ 
goods will be higher later on, 
and this may well serve to 
stimulate early purchases. 
The food cost of living is not 
likely to show much change 
from current levels; and this, 
too, will aid sales of other 
products. Finished textiles in 
particular should sell in large 
volume, and business in other 
lines will be much _ higher. 
ADVERTISE NOW." 

—lIt's a safe bet there isn't going 
to be room for all of us in this 
new era of keen competition. 

—So when Brookmire says "Adver- 
tise Now," wise business men 
won't be caught napping. 


Ton nt (ant - 
President 
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FRANK PIERCE, shoemaker of Con- 
cord, Mass., will be 86 on Columbus 
Day, and he has rounded out 70 years 
in making and selling shoes, for on 
August 31, 1865, he started as an ap- 
prentice in his father’s shop in Con- 
cord. He frequented the shop when a 
school boy, and he recalls that his 
father made shoes for “The Sages of 
Concord,” such as Emerson, Thoreau 
and Hawthorne, all sturdy walkers, as 
well as thinkers, and most particular 
about the shoe for their feet. 

Mr. Pierce tells a strange story of 
Frank B. Sanborn, one of these 
“sages.” He was about seven feet tall 
and his legs were so long that when 
he got into a hack he had to hang his 
feet outside. 





NICHOLAS SCHORN of the N. J. 
Schorn Company of Detroit, Mich., 
says: 

“The tensile strength of the new 
Schorn leathers has been found to be 
even greater than in the famous old 
Schmidt leather. Measured tests have 
not been made, but amazing tests of 
the actual strength of the leather were 
given, such as have not been used on 
leather before. 

“Instead of the usual pinching tes! 
on a four-fold piece, it was hammered 
on the edge, so severely as to dent a 
board wall used as background, with- 
out breaking the grain. Using the 
sharp edge of the hammer, a dozen 
blows were needed to make any cut in 
the leather, showing the resistance to 
the typical action of scuffing. 

“A pulling test proved even more 
interesting. A strip one-eighth inch 
wide could not be torn apart with both 
hands. A strip one-fourth inch wide 
was broken only when one end was 
tied stationary and a maximum 
strength pull with both hands exer- 
cised. Even then, no break in the 
leather grain could be observed, ex- 
cept at the single point where the piece 
was literally torn in two.” 
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HAROLD G. MOULTON, presi- 
dent of Brookings Institution, says: 

“The fluidity of prices as the 
policy method to raise the standard 
of living of the masses by a con- 
stant cheapening of the costs of 
commodities is based by the econo- 
mists on the finding that ‘not re- 
duction but expansion of produc- 
iion is required.’ 

“We have not, even in our peri- 
ods of busy prosperity, produced 
enough economic goods to make a 
comfortable standard of living for 
our total population. Whatever 
fears may be entertained as to ex- 
cess capacity relate entirely to an 
excess beyond the needs of a com- 
paratively small privileged class 
which is able to command under 
our present scheme of distribution 
a disproportionate share of the 
goods turned out by our present 
economic system.” 


* * * 


THE OPTIMIST 


“Upon this plot I’ll build a store,” 
Says Jones, with honest pride; 

“T’'ll build an architectural dream, 
And to success I'll glide. 


“[’ll put in all my savings, 
From out my trusty sock; 

“T’ll make it safe from every storm 
By building on a rock. 


“The walls will gleam in spotless white, 
The floors will shine like glass; 

“The front will show the newest wares 
To all the folks who pass.” 


Jones built his store, as he proclaimed, 
’Twas beautiful to the eye; 

But no one came to buy his wares, 
As quickly folks sped by. 


Jones grew greatly worried, 
As merchants sometimes do; 
And sought a friend of many years, 
To think his problem through. 


“You’ve built a mighty pretty place,” 
Said the friend in sober voice; 
“And stocked it up with lovely things, 
That show most careful choice. 


“But one thing you have overlooked, 
In this monument you've wrought; 

“And that’s an advertising program, 
Telling patrons what You’ve got!” 

Poor Jones looked strangely puzzled, 
The tears his eyes did blot; 

“You know, kind friend, I must admit, 
That’s the thing I plumb forgot!” 


—Rowe Benedict of Chattanooga Times. 
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**SEASONS in footwear,” says a 
Lynner, “are according to the 
course of novelties in women’s 
shoes, and not according to the 
course of the weather. The old 
method of a Spring and Summer 
and a Fall and Winter season, ac- 
cording to the weather, is now more 
honored in the breach than in the 
observance. Now seasons go by 
novelties. When a style, or group 
of styles, becomes so popular as to 
make a run, then that run is a 
season. It may be of but a few 
weeks’ duration. It may be several 
months. Anyway, it’s a season. 
Often do the seasons overlap one 
another. It’s complicated, more or 
less. It’s different from the old 
idea of two seasons a year, accord- 
ing to the weather. This new idea 
is that seasons go by novelties.” 


* * * 


THE Niseley store in Boston is 
selling “Adagios” shoes to young- 
ster who go in for toe and acro- 
batic dancing. They’re almost 
leather socks. Both soles and 
uppers are of chrome split or elk 
leather. The edge of the upper is 
sewn to the edge of the sole as in 
a stitchdown. A band of elastic 
webbing holds the shoe to the foot. 
The price is fifty cents a pair. The 
shoes are as flexible as a pair of 
traveling slippers, and can _ be 


folded up and slipped into the 


A DECREASE in the Autumn co- 
coon crop of 20 per cent, as com- 
pared with last year, is reported 
by Japan. The greatest harm has 
resulted in the cocoon crop by vir- 
tue of the sustained rainfall for 
the past month. 


At the quarterly meeting of the 
board of the National Association 
of Hosiery Manufacturers it was 
said: 

“The sharp gains in raw silk 
prices in recent months are ex- 
pected to hold, and if they do, 
higher hosiery prices undoubtedly 
will follow. The hosiery industry, 
the manufacturers pointed out, was 
the largest consumer of raw silk 
in the United States.” 


* * * 


BENDABLE foreparts. Several 
lines of men’s oxfords, featuring 
bendable foreparts, are in the new 
Fall offerings. The leather is as 
stout as is commonly used for soles. 
It’s flexed in the factories, like soles 
of women’s shoes are flexed, before 
it is made up into shoes. So the 
foreparts bend with the ball joint. 
The shoes are liked by those who 
have a good heel and toe walk. 





‘GRAHAM 
HUNTER ~ 


"Huh! | guess de government wuz only kiddin’ about that redistribution of 
wealth idea, Joe." 
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Every Day In-Stock Service 
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EXPECT AN EARLY WINTER 


THE calendar brings us into the last quarter of the 
year and every day can be made profitable by the 
receipt of a shipment of shoes from in-stock. Not so 
long ago it was fashionable to have empty spots in the 
stock of shoes—for the smaller the inventory, the better 
the financial condition of the business—on a retreating 
market. But a change has come, significant of in- 
creased purchasing power and of increased values of 
footwear. These two points combine to make this in- 
stock season the best in years. 

In a national survey, made by the Boot anp SHOE 
Recorper, of the behavior of retailing in the early 
Fall months, we have developed a number of indices 
of national interest. 


The first question we asked was: “WHAT WAS THE 
DATE OF YOUR FALL OPENING?” 
Here’s the national poll on retail performance: 


Aug. 1 to 15 12% per cent; Aug. 15 to 31 641/6 per cent; 
Sept. 1 to 15 20 per cent, Sept. 15 to 30 3.1/3 per cent. 


This is significant in that it marks a decided change 
from the behavior of retailing in 1934 and previous 
years. You will remember that the Boot AND SHOE 
RECORDER advocated an August 15th opening in 1934 
and it was accepted generally as a promotion to put 


more life into business in what would otherwise be a 
rather dull month. 

Our campaign for a mid-August opening in 1935 
was nationally successful because the August Fall open- 
ing had become a “natural” for both the merchant! 
and the public. The weather was propitious in mid 
August this year, for scarcely a questionnaire but re- 
ported early buying, successful opening and increased 
August volume. So the Fall season started off with 
high promise. The month of September, in the main, 
showed increased sales—particularly in better grade 
shoes, sold by independents and department stores. 

The next question we asked the representative mer 
chants participating in our study was: 

“WHAT WAS THE DATE OF THE PEAK Ol 
YOUR FALL SEASON?” The response was: 

Sept. 1 to 15 2% per cent, Sept. 15 to 30 181/3 per cent 
Oct. 1 to 15 47% per cent, Oct. 15 to 31 241/6 per cent; No 
1 to 15 74 per cent. 

The question now arises whether the early purchase- 
made in the six weeks between August 15th and Octobe: 
Ist will change these peaks and whether or not retai 
distribution is having a first bulge in buying in th« 
six weeks from August 15th, to be followed by a breath- 
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to Profitize the Last Quarter 
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Lucky break for merchants 
in the fact that in-stock 
| 3 shoes at catalog prices are 
below present market 


quotations 


SEASONAL BULGE... 
NOVEMBER 1 TO DECEMBER 15 


ing spell and then a second bulge from November 1st 
to the middle of December. Several merchants are of 
this opinion, but in the main the month of October 
stands the “tops” in estimated Fall shoe selling. 

We have asked the merchants: 

“WHAT LEATHERS HAVE THE PUBLIC AC- 
CEPTED FOR FALL?” 

Fifty-four and one-sixth per cent of the merchants 
rated suedes as first—with a rather general indication 
of the possibilities of kid, smooth calf and fabrics 
stepping into the picture in a bigger way when the 
galosh season opens. The basic thought of the mer- 
chants questioned by us was that the top volume on 
suedes in the opening season would develop a second, 
and what might be termed an “early” Winter selling 
season—November | to 15, giving a play to kids, grain 
and smooth calf, reptilian leathers and fabrics. 

The majority of merchants expressed the belief that 
they would call upon in-stock service for these shoes 
in view of the fact that they made no general com- 
mitments for November shoes in time for make-up 
orders. 


The merchants expressed the opinion that the 
service of comprehensive in-stock departments is 
twice valuable this year in not only having the 
right shoe at the right time but at the right prices. 
The merchant therefore profits by the pre-planning 
of manufacturers of in-stock stocks, made up in 
leathers and ingredients and cataloged at prices 
established several months ago. If Fall in-stock 
shoes were to be made on today’s leather quota- 
tions, they would bear a price that would put them 
out of the brackets of the remainder of the make-up 
stocks now on the shelves. This “break” for the 
merchant is one of the reasons why in-stock ser- 
vice is having a play and appreciation this season. 

Heels influence types of shoes and character of 
leathers. So we queried our merchants on: 

“WHAT TYPE OF HEELS SELLS BEST?” 

We give in percentages against 100 per cent stock 
as carried this Fall the following amazing figures: 

Flats, 101/6 per cent; 12/8, 183/10 per cent; 16/8, 39 5/6 


per cent; 18/8, 227/15 per cent; 20/8 up, 97/30 per cent (all 
approximate). 


[TURN TO PAGE 66, PLEASE] 
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Color in Shoes js no longer a limited fashion. It be- 
longs in stock. The increase in the sales of brown shoes, 
particularly for tailored wear, is notable this Fall. “A 
thirty per cent gain,” says one merchant . . . and this 
enthusiasm for brown runs through all our reports. A 
few brighter, lighter browns are beginning to take thei: 
place beside the staple Indies shade. Blue, too, has bee: 
selling in-stock. Too late to reorder navy now, but re- 
member blue for next Fall. Reds have done, and are 
doing, surprisingly well.” 
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In Heels the 17/8 height gets the 
majority vote, in both Cuban and Continental shapes. 
Not a single “flat” appeared in the best-selling styles we re- 
ceived from all over the country. But many medium heels, 14-15/8, are selling, 
not only in conservative comfort types, but in smart walking shoes for young women. 


In Materials kid and calf lead 
as usual. Suede is in high favor right now, but will be less strong in replacement shoes. 
Many stores speak highly of their year-around success with fabric shoes. Reverse calf 
is generally accepted this Fall in the town-and-country shoe of the type of No. 3. Rough 
grains are also featured in this category. Patent scores as a trimming. Lizard and some 
alligator are prominent for tip and fox treatments. 








Fourteen Types That 
Are Winners the Country Over. 


Styles and Materials [lilustrated in 


Photographs of Actual In-Stock Shoes Presented 


for Selection for Late Fall Selling. AWell Balanced Line-up. 


Man About Town 





RECORDER 
«SELECTOR 


PAGE 


A DISCUSSION OF THE MEN’S IN-STOCK 
SITUATION WILL BE FOUND ON PAGE 32 





Tr 
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SMART STYLES for YOUNGSTERS 


SHOE stores that operate children’s departments 
naturally look to the in-stock service of the manufac- 
turers from whom they buy to supply a large propor- 
tion of their merchandise. In the case of the family shoe 
store, for example, the children’s department. is oper- 
ated, in most cases, with the service objective very 
prominently in view. Good merchants expect children’s 
shoes to pay their way and show a profit, but they 
recognize also that they will not stand the mark-up 
which can be placed on high style men’s or women’s 
footwear. 

The family shoe store, selling children’s shoes, 
usually looks upon the children’s department as a 
feeder for its men’s and women’s business. Good will 
must be cultivated by value giving, and very special 
care must be devoted to the all-important element of 
fitting. This means that shoes must be bought carefully 
and sized up frequently. The store that tries to buy 
all its children’s shoes on advance orders will find its 
stocks unwieldy, and turnover will be reduced to such 
a point that profits may be wiped out. 

So it is a tremendous advantage to have an in-stock 
service that can be depended upon to supply the sizes, 
styles and types of shoes wanted on short notice. In 
this way stocks can be held to minimum, and turnover 
increased. Children’s shoe manufacturers, recogniz- 
ing the situation, have quite generally adopted the 
policy of maintaining comprehensive in-stock depart- 
ments and providing efficient service, not only on the 
more staple types of children’s shoes, but on the most 
popular style numbers as well. This holds true for 





boys’, girls’ and misses’ footwear and likewise for the 
smaller children’s size runs. 

Probably the most significant trend in the children’s 
in-stock shoe business over the past few years has been 
the steady broadening of the scope of manufacturers’ 
service to include more and more style numbers. This 
tendency merely reflects the change that has come about 
in the trade itself, with the steadily increasing interest 
in style shoes for boys and girls. When staple types 
of children’s shoes comprised the major portion of the 
in-stock business, the manufacturer’s job was relatively 
simple. But with the present-day multiplicity of styles, 
patterns and materials, it is something of a problem to 
know just what to put in stock. One well-known manu- 
facturer of juvenile footwear solves it by letting the 

[TURN TO PAGE 48, PLEASE} 
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in SEASON’S IN-STOCK SHOES 


BOYS’ SHOES 


LE®fT TO RIGHT: BOY’S BLACK CALF 
BAL OXFORD, MEDIUM TOE; WING TIP 
BOY’S OXFORD, CUSTOM TOE, PERFO- 
RATIONS; BROWN BLUCHER OXFORD, 
SHARK TIP FOR LONG WEAR; THE 
POPULAR MOCCASIN PATTERN, RUB- 
BER SOLE AND HEEL; A DECIDEDLY 
MANNISH WING TIP OXFORD FOR 
BOYS; SHARK TIP BLUCHER BOY’S 
SHOE, BUILT FOR FIT AND WEAR. 








GIRLS’ SHOES 
(RIGHT) 


LEFT TO RIGHT: MISSES’ SHARK-TIP 

SHOE; BUFFALO-GRAINED  KILTIE: 

STRAP OXFORD IN PUNCHED CALF; 

RUBBER-SOLED SADDLE SHOE; PAT- 

ENT ONE-STRAP; PATENT COLONIAI. 
TIE. 


INFANTS’ and CHILDREN’S 
SHOES 
(LEFT) 
LEFT TO RIGHT: INFANT'S ELKSKIN 
OXFORD; WHITE ELK BOOT; BLACK 
PATENT BOOT; CHILD'S SHARK-TIP 
OXFORD; KILTIE TONGUE CALF SHOE; 
KID WITH NOVELTY SADDLE. 





tr 
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he Edlilors Quilfook 


NO LONGER FASHIONABLE 
TO BE UNETHICAL 


AT is no longer smart to be a chiseler. It is no longer 
fashionable to be unethical. Now is the time of all 
times for regular business and regular methods and 
regular profits. The action of the shoe merchants of 
New York City has been heard ’round the nation. 
Everywhere, when merchants gather, they say: “If it 
is possible to restrict mid-season sales, clearances and 
exaggeration in advertising in as highly a competitive 
city as New York, it certainly ought not to be diff- 
cult for us to do it in our town.” 

But high hopes alone won’t do it. 
to gather the merchants together, put the proposition 
to them (see Boot AND SHOE RecorveR of Aug. 17 
and Sept. 21) and combine them in a gentlemen’s agree- 
ment for the balance of this season. Strange to relate, 
the word of honor of a merchant is far more binding 
than a written signature on an associational project. 
The reason for it is that it is not only fashionable to 
be ethical, but decidedly uncomfortable to renege on 
a mutual-benefit proposition when everyone else in 
town knows that the agreement was made, and good 
faith was violated. We need no written agreements in 
bridge, nor golf, nor sports, because everyone is put 
on their honor and it is the spirit of the game to play 
fair. 

So the movement, originated in New York and dis- 
seminated by the National Shoe Retailers Association, 
is worthy of adoption in every city and town in America 
where shoes are sold. It isn’t necessary to have every 
merchant in town within the friendly compact, because 
there may be reasons why some stores cannot fall in 
line with the idea. But the growth of this movement 
gives promise of a better day in retailing; and what 
progress is made this season will be carried on with 
even better results next season. 

The New York State Shoe Retailers Association, in 
its convention in Syracuse, voted endorsement of the 


plan to— 


“Restrict during the regular selling season all midsummer 
sales, clearances, etc. Many shoe merchants, during the past 
few years, due probably to panicky conditions, have overem- 
phasized sales and bargains in footwear, with the result that 
the consumer has become too ‘price conscious’ even to the ex- 
tent of ignoring to his own detriment the quality and fitting 
requirements that cannot be purchased in low-priced or bargain 
shoes. We agree in the contention that the interests of the 
consuming public will be safeguarded and protected against 
‘shoe sale abuses’ if all worthy shoe merchants cooperate in 
this project. We further recommend to our members that fall 


It is necessary 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


and winter shoes be sold at regular prices at least until the 
week beginning December 30th ~~. in the summer to July 15th 
as recommended by the N.S.R.A 

You will note that the om New York shoe mer- 
chants had the courage to extend the regular season 
to Dec. 30, 1935, and to give promise for the Summer 
season up to July 15. 

Many cities and towns throughout the country are 
on the verge of agreements of this sort and we stand 
ready to supply all possible information to facilitate 
the agreements. The prime importance in each case is 
that the merchants meet together at some central spot 
and talk it over—just as they did last week in Phila- 
delphia in a preliminary meeting led by T. Dun Bel- 
field, in preface to a general meeting where the opinions 
of all can be voiced and the agreement made flexible 
to the needs of the community. 

It is a good thing for merchants to do their own 
correction of merchandising abuses, otherwise other 
agencies will do it for them. The memory of the NRA 
in its policing possibilities is not far behind. We don’t 
want to see the day come when business will be regi- 
mentated and forced to operate on a profitless basis. 
The freedom and flexibility of conducting a business 
under the American system is something to be treas- 
ured above all else. We do not want to see the regi- 
mentation that now exists in Germany and Italy and 
Russia; but it is obvious that the government will 
demand a larger power to interfere with private busi- 
ness unless private business clarifies its position in 
service to the American public. Here’s how far down 
the line control can be regimentated. Regulations in 
Germany now read: 


“If he is under twenty-five, he may be ordered to turn his job 
over to an older man, and go into the labor service or the mili- 
tary forces. 

“If he is unemployed, he may be sent to a labor camp. 

“If he is a farm hand, he cannot go to the city to seek work. 

“If he is a peasant, his farm becomes an ‘hereditary manor’ 
which he cannot sell, but must hold intact for his eldest son. 

“If he is a shopkeeper, he is liable to arrest for raising prices, 
even if his costs go up. 

“If he is a manufacturer, he must employ as many workers as 
the State commands, whether he needs them or not. He must 
consult with his workers, organized into Nazi unions, and be re- 
sponsible for their welfare. 

he is a professor, artist, writer, clergyman, he must con- 
ane the Nazi dogma or lose his livelihood if not his citizen- 
ship. 
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Dealers Report Brisk Early Sales 
On Ball-Band Ariel Rubbers 


Ariel—‘‘America’s Most Beautiful Rubber” 


Savoy—A Rubber Oxford with kid-leather 
finish 


Raleigh—Satin finish rubber, smart fur 
trimming 


LIGHT RUBBER 
FOOTWEAR FOR 
EVERY OCCASION 


Ariels are so neat and practical and have become 
so popular with both men and women that orders 
already received from dealers indicate increased 
and earlier fall buying. Why not get these EARLY 
profits on rubber footwear yourself this season 

by selling these stylish, featherweight rub- 


BALL-BAND 
superiority in 
Style 
Fit 
Quality 
and 
Workmanship 
proves its value 
in early season 


profitable selling 


Men’s 4-Snap Gaiter—Fabric top with rub- 
ber bottom, or all rubber if preferred. Looks 
like a spat over a leather shoe. Growing in 
sales each year because every man who wears 
4-Snaps likes them—one pair sells another. 


Page 31 


Ariel Clog—A rubber that men like to weat 


Ariel Slipper—Satin finish, extra light, dainty 


Bonnie—A smartly tailored wool jersey 
gaiter 


...CUSTOMERS 
APPRECIATE THE 
STYLE AND FIT 


trade by an early display of a line that wearers like 
so well? Ask us for the proof of Ariel profits. 
There is still time to take advantage of the increased 
demand this season for these famous rubbers. 
All orders will be given prompt attention. 
Mishawaka Rubber & Woolen Mfg. Co., 


bers? Why not get the cream of the fall 280 Water Street, Mishawaka, Indiana. 


BALL BAND 


When writing advertisers please mention Boot and Shoe Recorder 








RISING 


ra 
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PRICES 


STIMULATE 


IN-STOCK BUYING 


Changes in Style Demand Also Cause Men’s Shoe Buyers to 


Turn to Stock Departments for Size-Up Needs on Fast Moving 


Numbers—Most Staple and Semi-Staple Styles Available 


AS far as the men’s shoe business is concerned, indica- 
tions are that in-stock styles for Fall, 1935, will have a 
larger play than at any time since the late war. The 
unsettled condition of the leather market, with an al- 
most inevitable rise in prices is perhaps the most potent 
reason. 

Another explanation is to be found in the fact that 
last Spring’s selling lessons are still fresh in the minds 
of most all men’s shoe buyers. They recall the splendid 
way in which in-stock houses had wanted styles to an- 
swer the call which developed quite suddenly. Reversed 
colored calf came into the market slowly, with feather 
weight oxfords having a short play until the hot weather 
struck. Then for no good logical reason at all, the 
reversed calf crept soles hit all at once—the weightiest 
shoe a human can carry around. The play kept up all 
Summer, with white reversed calf also coming into the 
picture, along with genuine white buck, white suedes 
and white calf and goat. Then ventilated shoes came 
into their own. 

No buyer could forsee all these sudden changes in 
time to have shoes made to his order. Shoes on the 
floor of the manufacturer enabled the dealers to size up 
often on the numbers which were moving freely. 

A shoe retailer’s only way of making money is 
through the constant and consistent use of in-stock 
shoes, in the mature judgment of William Kaufmann of 
Sommer & Kaufmann, San Francisco. As this comes 
from one of the foremost shoe merchandisers in the 
country, it carried weight. In-stock shoes are the life 
savers for all shoe men, large and small, he declares. 
The small merchant who selects a good arch type, one 
good basic line and one high light line, all of which 


by HARRY R. TERHUNE 
FIELD EDITOR 


are carried in stock, can operate today in a most profit- 
able manner. 

That dependence on in-stock lines is the only way to be 
assured of making money is not only the firm conviction 
of Mr. Kaufmann, but of every other shoe buyer, regard- 
less of where he may be located or the size of his store. 

As far as the men’s business is concerned, in-stock 
shoe departments are used practically for staples and 
semi-staples. For this Fall, these two groups of shoes 
include practically 90 per cent of the average store’s 
volume. 

Black calf shoes overshadow everything else in the 
popular priced grades, although even here there is a 
good sprinkling of brown and tan calf. In the six to 
eight-fifty price field, the browns are taking on much 
more importance. A warning to watch black shoes is 
well worth giving. For the first time in many years. 
leathers lend themselves to colored shoes. The clothing 
men are selling more suits that require colored shoes 
than they are somber types which demand black shoes. 

In-stock houses have many interesting semi-staples 
this Fall which would easily be clasified as high style 
novelties a couple of years back. Let’s see what some 
of them are: 

Reversed leather shoes, either with heavy crepe soles. 
or with leather soles, are selling well in some localities. 
One house who has done an outstanding job finds that 
for the four years it has been featuring this leather, it 
has done an exceptionally good business on the grey 

[TURN TO PAGE 48, PLEASE | 


Reeorder Style Selector Page For Fall and Winter Selling 
Mien’s Shoes Will Be Found on Page 26. 
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7 | IN-STOCK 











be 
1 aa FALL and Winter 1935-1936 finds 
&. Endicott-Johnson leading the IN- 
nd STOCK field. Here is the IN-STOCK 
. Service that offers retailers the full- 
est cooperation in meeting current 
“ | consumer demands for style and 
to value. 
ich se 
is = The wide scope of Endicott-Johnson 
2 IN-STOCK Shoes enables retailers 
es to serve the entire family and win 
a a steady customers. Study the hand- 
yle % some styles and attractive values 
~ io | on the following pages and order spring 
les. . them from Endicott-Johnson’s super- Winter 


hat ae ior IN-STOCK Service. 1935-1936 








ir 






© 
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SHOES 


THE GROWING GIRL 


BO 






To Retail at *2 to *3 









THE young miss wants smart style in 








footwear .... her mother wants to »>uy = 
good value. Both find exactly what trey ‘le 
are looking for in Endicott-Johnson st es quc 
for the growing girl. low 






The styles illustrated are typical of the 








wide variety and unusual attractiveness z= 
of the entire line.... and they're all IN- pl 
STOCK! they 










1625—-Goodyear Stitched 
McKay, Girls’ Gun Metal Ox- 
ford, Trouser Crease Vamp, 
10/8 Heel, ar lees Lift. 
Sizes 2%/{ $1.35 













2218—Goodyear Welt, Girls’ 
Buffalo Grain Oxford, Black 
‘a Panel. 12/8 Heel, 





Leather Top Lift. Sizes 
2%/9, Widths A, B, C.$2.00 











2180—Goodyear Welt, Girls’ 
Gun Metal Oxford, 10/8 
Heel, Rubber Top _ Lift. 
Sizes 2%/9, Widths B, 
Cc, D $1.66 














3213—-McKay. Black Suede 
four eyelet U-Throat Oxford, 
Gun Metal Trims and Tongue. 
10/8 Heel. Leather Too Lift. 
"2  , Speer $1.32 


3214—-Same in Brown. 














1574—Goodyear Stitched 





Top Lift. Sizes 2%/9..$1.4 
1576—Same in Brown. 
















'374—-Goodyear Welt, Girls" 
Bleck Calf Blucher’ Oxford, 
Black Calf Vamp Stripping. 
13/8 Heel, Leather Top Lift. 
Sizes 3/9, Widths A ”B Cc 


2375—Same in Brown. 




















321i—MeKay, Girls’ Gun 1555—Goodyear Stitched 
Metal two buckle Oxford, McKay, Girls’ Gun Metal 
Persian Grain Panel, 10/8 Oxford, Grey Stitch, 7/8 
Heel, Leather Top Lift. Heel, Rubber Top Lift. 
Sizes 2%4/9.......... $1.32 Sizes 3%/9.......00 $1.35 







3212—Same in Brown. 1557—Same in Brown. 
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for YOUNG AMERICA 


AND HER BROTHER 


To Retail at §2 to 83 


Boys’ shoes must be sturdy, well made 
and designed to promote the healthful 
development of growing feet. Endicott- 
Johnson boys’ shoes feature all those 
qualities ... . and good appearance with 
low cost as well! 


Endicott-Johnson designers are experi- 
enced in styling boys’ shoes that are uni- 
versally popular. The ones illustrated will 
move quickly and profitably .... and 
theyre all IN-STOCK! 


6517—Gun Metal Blucher 
McKay Composition Sole, 

Leather Heel, Steel Plate 

Sizes 1/6 sn 40 
6517%--Same_ in 

Gents’. Sizes 9/13%. $i. 20s 


6515—Same_ with rubber 
heel. “ 372 


6515%4--Same in ittle 
Gents’. Sizes 9/13%. ci 25 


6627—-Gun Metai Bal McKay, 
Leather Sole Heel. 
Sizes 1/6 $1.50 


6548—Gun Metal Bal McKay, 
Cord Vamp, Composition 
Sole, 9/8 Leather Heel. 
GE BGicccccccvccese $1.35 


6535—Same with wing tip. 


5803—Gun Metal  Blucher 
Welt, No-mark Sole, Grain 
Inner, Rubber Heel. Sizes 
1/6, Width D........ $1.55 


5803/4 — Some mE iitis 
baad ‘Sizes 9/13% 


5804—G un Metal Blucher 
Welt, Oak Sole, Grain Inner, 
Rubber Heel. Sizes 1/6, 
Width D $1.65 
580414—S 
Gents’. 
6523—Gun Metal  Blucher Width 5 
McKay, Leather Sole | and 
Heel. a $1.56 
6523/4 — Sam in Little 
Gents’. Sises 11/13% cket, » 
ber Middlesole, No- mark Out- 
6611—Same with cord tip, -_, Caulk 
rubber heel.......... $1.47/, Heel. Sizes 1/6 
6611%-—Same in Little 5764%4— ome in Little Gents’. 
Gents’, Sizes 9/13%..$1.35 Sizes 9/13% $1.75 
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ENDICOTT 
JOHNSON 


1556—Goodyear Stitched 
McKay, Misses’ Gun Metal 
Blucher Oxford, Grey Stitch 
Oak Sole, 7/8 Heel, Rubber 
Top lift. Sizes 12%/3..$1.25 


1558---Same in Brown. 


1837 —-Cem-Pro, Misses’ 
Black Patent and _ Grair 
Front Strap, Grey Stitch, 8/8 
Covered Heel. Sizes 1214/3. 
Widths B, C $1.40 


1837'/2—Same in es y -f “4 
Anti-trip Leather 
Sizes 8%/12, Width C. mth 30 


1839—Same in Misses’ Brown 
Calf and Grain $1.40 


183942—Same in _ Child's 
Brown Calf and Grain with 
Anti-trip Leather Heel.. 


1759—McKay, Misses’ Patent 
Front Strap, 

Oak Sole, 7/8 

Top Lift. Sizes AG /3 $i. 


17592 — Same in Child's. 
Sizes 8%/13.......... $1.05 


1758—Same in Girls’, 10/8 
Heel. Sizes 2%/9..... $1.25 


1813—Cem-Pro, Misses’ Black 
Chevron Embossed Suede Ox- 

ford, Black Calf Trims, 8/8 
Heel, Rubber Top Lift. Sizes 
12%/3, Widths B, C..$1.40 


18132—Same in Child’s, 3/38 
Anti-trip Leather Heel. Sizes 
8%/12, Width C $1.30 
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STYLES THE YOUNGSTER 


1813 


1831—Cem-Pro, Misses’ Black 
Calf Oxford, Patent Panel, 
White Perforation Underlays, 
Grey Stitch, 8/8 Covered 
Heel. Sizes 12%/3, Widths 
B, C $1.40 


1833—-Same in Brown. 


2140—Stitchdown, Misses 
Patent Center Buckle, Liz- 
ard Vamp and Quarter Trims, 
Oak Sole, Rubber Heel. 
Sizes 114%/2 $.85 


el 9 in Childs. 
Sizes 8%/1 $.772 


2196—Stitchdown, Misses Gun 
Metal Oxford, Fringed Tongue, 
Nickel Hooks and Eyes, Rub- 
ber Sole and Heel. | Sizes 
11%/2 $.82/ 


er -Same in Childs, Sizes 
$.75 


Pang a ee Misses 
Gun Metal and Black Grain 

Oxford, Fringed Tongue, 

noe Sole and Heel. Sizes 
1%4/2 $.82'/2 


ey 7 in Childs. 
Sizes 8%/11 $.75 


TOO! 


PRICED TO RETAIL AT 
$1.25 TO $2,00 


CHILDREN'S Shoes offer retailers one of 
their finest merchandising opportunities... 
especially Endicott-Johnson’s children’s 
shoes. Attractive styles and fine construc- 
tion satisfy the customers, and the generous 
mark-up and quick turnover keep the 


dealer happy! 


Endicott-Johnson’'s efficient service 
promises you prompt delivery on these 
splendid juveniles... and they're all IN- 
STOCK |! 
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ENDICOTT 
JOHNSON 


in 
MEN°’S DRESS SHOES 


To Retail at *2-7> tq $B-50 


Most men need only one introduc- 
tion to Endicott-Johnson Dress Shoes to 
make them steady customers. The 
superior construction and smart styling 
win them at first glance. The fine fit 
completes the sale. And long, satisfac- 
tory wear brings them back for the next 
pair. 


The styles illustrated on this page will 
enable you to fully develop your men’s 


shoe business....and theyre all IN- - 


STOCK! 


STYLES 


1300—Gun Metal Bal McKay, 
Composition Sole. 9/8 Leather 
Heel. Sizes 6/11 ..... $1.45 
130i—Same with Rubber 
BO hic ckacectedanss $1.424 


1325—Gun Metal Blucher 

McKay, Composition Sole, 

Rubber Heel. Sizes 6/11 
$1.42 


7005—Gun Metal Blucher 
Welt, Composition Sole, 


Rubber Heel. Sizes 5/12, 
so eer rer er $1.60 


71086—Gun Metal Bal Welt, 


Cord Vamp, Oak Sole, 9/8 
Leather Heel. Sizes 5/11, 


WEE BD cccccsscccss $1.77 
7109—Same in Tan. 


710i—Gun Metal Blucher 
Welt, Oak Sole, Rubber 
Heel, Sizes 5/12, Width D.. 

$1.75 


7003—Gun Metal Bal Welt. 
Composition Sole, 9/8 Leather 
Heel. Sizes 5/12, Width D 
$1.62 
7002-—Same in Tan. 








BOOT AND SHOE RECORDER, October 12, 1935 







Page 38 


JOHNSON SILHOUWELTS 






WELL-DRESSED MAN 
TO RETAIL AT $3 TO $4 







Enpicorr-JOHNSON Silhouwelt; 
represent quality shoe making in the 
modern manner. The result is the light 
weight construction and splendid ap 
pearance which make them such amaz- 
ing values. 








Men definitely like Endicott-Johnson 
Silhouwelts. That's why retailers orde: 
and reorder them.... that’s why we offer 
so many distinctive styles....and they're 
all IN-STOCK! 











810i—Black Calfskin Bal, 8108—Black Calfskin mT | 
Silhouwelt, Oak Sole, Rub- Silhouwelt, Oak Sole, 

ber Heel. Sizes sel. Heel. Sizes 5/11, Widths t 
Widths B, C, D ....... $2.60 G. Fe ve seaccsesecse.. $2.6 


8100—Same in Tan..... $2.65 









7703—Gun Meta Side 
7708—Gun Metal Kip Side 
Bal, Welt, Calfskin Tip, Oak Eel Welt, Caitekin ‘Tp, pak 
Sole, 9/8 Leather Heel. AL Widths, B, C, D.$2.10 





Sizes 5/12, Widths B, C. D 
$2.10 7702—Same in Tan. 









7739—Gun Metal vee Side 
Fel. Welt, Cord Oak 

Bale, oe Leather Hee ‘Bises 
5/12, dths C, D....$2.'0 


7738—Same in Tar. 










7701—Gun Metal Kip Side 
Blucher, Welt, Calfskin Tip, 
Oak Sole, Rubber Heel. 
Sizes 5/14, Widths B, C, D. 
$2.10 







7700—Same in Tan. 





nnson MARCH SHOES 


FOR SMART COMFORT 


Retailing at 


$925 , $400 


Goop news for the woman who wants 
corrective shoes of stylish cut. And 
good news for the retailer who has 
wondered what to show her! 


Endicott-Johnson Arch Shoes offer com- 
plete comfort and correction .... PLUS 
smartness and distinction. Beautifully 
made and very attractively priced, the 
shoes on this page will win and hold 
many new friends....and theyre all 
IN-STOCK! 


4004—Cem-Pro — Black Kid 2728—McKay. Black Kid 
Oxford, 16/8 Continental Cov- Tongue Tie, Grey Stitch, Grey 
ered . Sizes 3/9, Widths Perforation Underlays, Black 
A/E $2.06 re Cum Undestege. Size 

an Covere ee ze 
pa in Brown Kid. 3/10, Widths D and EE F a 


2729—-Same in Brown Kid. 
ee eg Me- 


He ei 
4000-—Cem-Pro—Black Kid 
Feng Bee Pen Gals 
uarter erlay, Teel 
4710—Same in Brown eta Rubber Top Lift Sizes 3/9, 
Widths A to EEE $!. 


7is—Mees. § 4 la s ae 

ongue Tie, Pig rain 

Tongue and Quarter iu he See Ria ened He 
14/8 Heel, —e ke 2 Li Black Lizard Tongue and 
Sizes 3/10, Widths Di Quarter Underlay, 10/8 Heel, 
EEE Rubber Top Lift. | Sizes 3/10. 
2712—Same in Brown ma Widths D and EEE...$1.47' 


2258—Goodyear Welt, Nurses 
White Calf. Oxford, 10/8 
Heel, Rubber Top Lift. Sizes 
3/9, Widths AA to EEE.$2.45 


2257.-Same in Black Kid 
$2.40 


53—Goodyear Welt, Black 
iid Tongue Tie, Grouse 
Tongue and Quarter Under- 
lay, 14/8 Heel, Rubber Top 
Lift. Sizes 3/9, Widths AA 
EEE $2.40 
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ENDICOTT WEEN’S WORK SHOES 


TO RETAIL AT *2” To *7™ 


Whuere stamina, comfort and long 
wear are chief factors in selection, 
Endicott-Johnson Men's Work Shoes are 
always first choice. Especially de- 
signed and constructed for a special 
purpose they are nationally known as 
“the finest work shoes made.” 


The Endicott-Johnson range includes 
every wanted style.... and they're all 
IN-STOCK! 

220-—-Extra weight dark 


206—Black Elk nailed, grain in- 

sole, extra heavy composition sole elk, nailed, full vamp, 
and tap, rubber heel, steel heel full length oak middte 
Sizes 6/12 $1.55 a sole. Paracord outsole, al! 


rim. 

200—Same in natural color buck- Ps leather. Sizes 6/12.$1.80 
CE DONS: cccvcccaccees $1.42 a“ 221—-Same in Black elk, 
405—Same in Boys in Black. plain 

SE UE wbs80000sv cece $1.42 
406—Same in Boys in natural color 
buckskin $1.37 


1136—Oil =f anne 
ee Cal: Se 
oodye e 
71—Same in Tan elk. leather tn | vamp, 
72—Same with oll full double © « leather 
tanned Eskimo _ calf sole, sol 
uppers $3.10 heel. Arch 
ity, all leat! er. Sizes 
6/12 .... a 
1137—Same 2 
1080— Black elk, Size 7/12 $4. 
nailed, grain insole, 
Com- 


1061—Same with full 
double oak sole, 
$2.0742 
1066—Same in tan 
elk, full double oak 
sole, leather . .$2.10 
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HOW SHALL WE HANDLE 


The Rising Cost of Merchandise ? 


By FRANK C. RAND 


Chairman of the Board 
INTERNATIONAL SHOE COMPANY 


F. C. Rand 


HL OW shall we handle the rising costs of merchandise? That question must 
be answered by every merchant and manufacturer in the United States, for 
prices are rising—almost universally. 

Before reaching a decision one must make a definite choice between 
QUALITY and PRICE in order to establish a controlling business policy. 

If a fixed standard of QUALITY is to determine the business policy of 
merchant or manufacturer, then prices become variable and must change with 
rising or falling markets; if fixed prices are the controlling factor in one’s 
business, then Quality becomes a variable quantity and must decline with ris- 
ing markets. 

When costs rise, prices go up or Quality goes down—no one can deny 
that. 

In laying out our next line of samples, higher costs will exclude many 
numbers from the so-called “popular” or “fixed” price range—$3, $4, $5 
and $6—and there seems to be but one logical way for the merchant to meet 
it, that is sell the shoes at prices in keeping with the increased cost—perhaps 
$3.30, $4.35, $5.50 and $6.50. 

Certainly the increased costs cannot be absorbed by manufacturer or 
merchant, while an advance of 50 cents or $1 at retail would be unwarranted 
and harmful. 

Odd prices are general in merchandise other than shoes and to some 
extent in shoe prices. One well-established line of men’s shoes retails at 
$8.75. A great many men’s shoes have retailed at $3.30; certain lines of 
ladies’ shoes are now being retailed in a number of stores at $3.50, $4.45. 

The plan of maintaining quality, selling the merchandise at what it is 
worth, whether the market goes up or down, is just as sound for the retail 
merchant as it has been for us. There is no other logical way to meet the 
situation. 

By adhering to quality and retailing shoes at a fair margin of profit the 
merchant enjoys a distinct advantage over the one who resorts to inferior 
merchandise at a fixed price but smaller profit. 














» Nyy, 


FINE SHOES 
nade by a 


MODERN METHOD 





Many leading manufec- 


turers of quality footwear 
are producing Silhouwe'ts 


in smart new designs. 





They offer unsurpassed 
values to the wearer and a 


real business building op- 





portunity to the merchant. 


SILAFOQUWELIS 














UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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ST. LO 


Th: most southern city of the North 
« most northern city of the South 
The most western city of the East 








most eastern city of the West 





America’s Great 


IN STOCK 


Center 


A MONG the many factors that have contributed to the growth of St. 
Louis as a shoe city, that of in-stock service has been outstanding. A 
look back into the early history of this great shoe center reveals the 
fact that at the very beginning shoe wholesaling was everything. In 
those days, shoes were made in the East and shipped to St. Louis for 
resale to dealers throughout the West and South. So the very founda- 
tion of the St. Louis shoe industry was placed on the bed rock of in- 
stock service. And throughout the subsequent years of growth, while 
St. Louis was developing into a giant shoe manufacturing center, this 
wholesaling function or in-stock service has continued to play a major 
role. 

Approximately 90 million pairs of shoes annually are sold at whole- 
sale by St. Louis manufacturers and wholesalers, and about 65 million 
pairs of this total are sold from floor stocks. These floor stocks average 
around 8,500,000 pairs or $24,000,000 worth of shoes ready to move 
to the merchants’ shelves. Since these stocks are constantly being de- 
pleted and replenished, it is interesting to note that the manufacturers 
and wholesalers of St. Louis have the facilities for packing and ship- 
ping approximately 350,000 pairs of shoes on any one day. 

A rough break-down on the 8,500,000 pairs of stock shoes shows 
that about 3,825,000 (45 per cent) are women’s shoes; 1,700,000 

[TURN TO PAGE 49, PLEASE] 
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e@ Men’s and boys’ dress 
and work shoes and 
boots 








@ Women’s novelty, arch 






















type and staple styles. f 
@ Girls’, misses’ and chil: he 
dren's, and infants’ Poll z 
Parrots and other grades. ‘a 
an 
e Awide range of widths. 4 y. 
@ Sizes up to 14 in men's a 
—10 in women’s. ‘ae 
We cover the nation with ig 
e@ A shoe for every foot. - 
170 salesmen. Our com- § &° 
e A style for every oc- plete line can be seen on BS 
casion. short notice. Ne 
e A price for every purse. “a 
We carry more than | 000 on 
styles in dependable all- Bs 
adi; 


leather shoes in stock the Ws 






year ‘round. Good service 
is maintained throughou! 
the year. 







| Dependable Shoes - Dependable Service 
tar Brand Shoes are Better 


ROBERTS . JOHNSON @ RAND 


ST. LOUIS, VIO 
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for immediate delivery 


@ These are tried and proven patterns which we know will 
meet with immediate acceptance—take the guess work 


a trim. 
Pd « . Crystal—$3.85. . 2317—Black Kid 
Bis) ULTRA - EZE features, . 1317—White Kid 
9 be aay My bon 
Mh) stép an ‘ 
hE, Salles aids Halas, Wines 158 last, 15/8 Continental heel 
RS. kid vamp with _ black - 4327—Brown Kid 
BN. CRYSTAL calf trim. 158 last, 15/8 . 3327—Blue Kid 
» No. 2390 — a . 2327—Black Kid 
a » Same as No. 2320, ex- . 1327—White Kid 
oR FLASH cept Brown kid vamp 
ith Pr: No. 2311 with brown calf trim. . 2227—Patent Leather 
BY; - 2311. Flash—$3.60. ° 
yy. Black kid. A dk last, 19/8 Size Schedule for All 
" yt: ontinenta I. 
n a . 4311, Same_as No. 2311, ex- Tango and Malibe Pumps 
4." cept Brown kid. aaeee bv bo = 
on Bl Sizes and Widths rye Bs 
ay for above shoes to 10 
By: AAAA5 to9 AA 4to9 
ab AAA 4/2 to 9 A4to9 
: B2to9 
00 i, 
i ee ’ O N 
ni: TANGO THERE'S PROFIT |! PARADISE 
he Ps BS - Flexible Instep 
ce yh 
P if, 
Jul 8 


Is 


© A ag 4S Se 
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Pump 
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out of your Fall merchandising. Order now. 





Description of Fall In Stock 
Shoes and Prices 
Terms 5%, 30 days 


Notice: An additional charge of 
1Sc per pair on all orders for less 
than 4 pairs assorted. 
No. 2218. Venus—$3.25. 
Patent leather vamp and 
heel, black crepe quar- 
ter. 195 last, 19/8 Con- 
tinental heel. 
. Toots—$3.60. 
Black kid with trim of 
patent leather. 178 last, 
17/8 Continental heel. 
. Same as No. 2319, ex- 
cept Brown kid with 
brown patent leather 








Pumps In Stock 
$3.25 


Tango Flexible Instep 
198 last, 20/8 Louis heel 


. 2516—Black Faille 

- 1516—White Faille 

. 2316—Black Kid 

. 4316—Brown Kid 

. 3316—Blue Kid 

- 1316—White Kid 

. 2216—Patent Leather 
. 2416—Black Suede 

. 4416—Brown Suede 


Malibu Flexible Instep 
195 last, 19/8 Continental heel 








BRAUER BROS. SHOE COMPANY 


ST. LOUIS, MO. 
New York Office: Room 529 Marbridge Bldg., New York City 
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IN- STOSK SERVICE KEEDS 
——S_AT ALL TIMES... 





TIMES..- 


What better proof could you ask for that Foot Builder arch shoes meet the ‘le. 
mands of consumers? Sales are the final proof! Our rapid in-stock service kee ps 
you from losing sales due to incomplete size and width ranges. .. it is unnecessiiry 
to carry a large stock... your stock investment is kept ata minimum! Representa- 
tive sizes and widths in six styles comprise the Foot Builder base stock. As one size 
is sold you KNOW you can immediately get a fill-in without losing sales. Align 
yourself with Foot Builders! Get your share of the increasing sales and profits. 


Foot Builder 


ARCH SHOES 








SIX outstanding 
shoes make up the 


BASE 


MOULDED ONE- PIECE INSOLES S T O Cc K 


.- built high at the arch, firmly lock the heel in position 

to distribute and support the body weight naturally, of 

to strengthen weakend arches and give real comfort. e 
Foot Builders 


FOOT GUIDE HEELS In these six shoes you will 


7 . find most of the answers to 
Hard gritty rubber on one side, softer rubber your senenmers” denmala. 


on the other to prevent run-over heels and 
weakened ankles. 








Put your store 


|AMONG THE LEADERS nk 


aoRMUa TCM AX) ae S00: e ea apeea $= A Special Feature in 
This Shoe 


ie eee ee ween, me eae Om meen Omee |.ono seam at the ball 


joint, inside or outside, to 
Arch Type Dep’t irritate or bind this often 
ST. LOUIS MISSOURI troublesome joint. 
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THey’re IN! 
IN STYLE...IN STOCK...AND— 


With thousands of successful retailers, gn As specialization brings leadership 
Pedwins are IN PERMANENTLY be- ) so will you lead thru the advantages 
cause they have proven their real ‘ that United offers in footwear that 
value and style correctness he Pea wins the profitable confi- 
by the one sure way—bigger A at, dence of today’s style con- 
scles volume season after /™ = scious men. 

season. cr : 


THE “NORMANDY” | t , THE “PARKWAY” 


U394—Black —= 7 , U305—Black 
“ <n va _&* > 7 
U395—Brown 35 A hy? U306—Brown 


AAA to E—5's to 13's 


Redwin Shoes 


(“THEY WIN YOUR FEET"/ 




















U389—Black | Ss —:307—Black 
U390—Brown ae a U308—Brown 


Our large floor stock assures you of a wide selection 
and fast service—the kind that permits you to buy only as 
you sell. See our new Fall catalogue, or write or wire us 
and the United representative will call at once. 


UNITED SHOE MFG. Co. 


MEN'S SPECIALTY DIVISION 
BROWN SHOE compANy ® *© S$T. LOUIS 
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NOW! —when the call for good shoes 
is at its height we have in-stock, ready 
for quick shipment a bigger stock of 
fine shoes than ever before . . . Try 
us first on all of your wants in shoes. 


SEND FOR CATALOG No. 68 


type of SHOE you need 
MORE THAN $3,000,000 


floor stock 
1,000 patterns 


Oo 
Oo 


Oo 
Oo 
Oo 











WOMEN’S 





CHILDREN’S 








woRK 





BOOTS 








House Slippers 








BRANCH OF THE INTERNATIONAL SHOE CO 


9T LOUIS. MISSOURI 





Rising Prices Stimulate In-Stock 
Buying 


[CONTINUED FROM PAGE 32] 


color from about the middle of Feb- 
ruary until the early part of May, but 
never done a great deal of business on 
the browns. The way this firm has the 
trade sized up for Fall is that about 
an equal quantity of grey and brown 
will be sold, and that repeat sales up to 
October 15 will run more strongly to 
grey than to brown. Apparently this 
leather has captured the fancy of the 
style-minded young man, _ especially 
when the shoes are built on a plain toe 
pattern. 

More comfortable broader tread shoes 
are very much in the picture and the 
stock styles on which there will be a 
big play will be reversed calf, blucher 
plain toe, with flexible leather soles, 
weather-proofed to follow that most 
popular reversed calf crepe sole oxford. 
This latter shoe, so outstanding last 
Spring, was missed by 50 per cent of 
the buyers, but the in-stock supply 
saved their bacon and sales. 

Wine cordovan oxfords in stock will 
again save many buyers headaches 
when customers call for this style: 
Cordovan wing tip brogues and wine 
and black cordovan plain toe lace ox- 
fords will have the call in those spots 
which favor this material. Fit and ma- 


terial sells cordovans and not high style 
patterns. 

Grain shoes as a whole are not tre- 
mendous factors in the Fall selling 
period. So many buyers have been 
stung on heavy grains (mostly heavy 
sides which were hard to break in), 
that this season they are looking for a 
more satisfactory replacement for 
heavy Winter type oxfords. Again in- 
stock departments will have plenty of 
soft black and brown soft grained 
leathers, built of full wide tread lasts, 
semi-soft straight tips and in many 
cases, water proofed outersoles. Such 
shoes will relieve 50 per cent of the 
vamp bites that are so prevelant in the 
heavier grains. 

Kangaroos in both bals and blucher 
patterns are very good and are steadily 
increasing in pairage, according to the 
houses which specialize in this excellent 
material in their in-stock departments. 

The trend towards eight distinct sell- 
ing seasons is quite pronounced in 
women’s retailing. Many buyers of 
men’s shoes are working on a similar 
plan of action for the development of 
their departments. That means much 
quicker action than the time it takes to 
have to-make shoes delivered, conse- 


quently much of a buyer’s worry is 
eliminated by playing a good service- 
able in-stock style department. 


Smart Styles for Youngsters 
[CONTINUED FROM PAGE 28] 


retailers decide. When the new sea- 
son’s line of samples for make-up shoes 
is shown to the merchants, the retailers 
are asked to designate the numbers 
that, in their judgment, should be 
placed in stock. From their collective 
opinions, the manufacturer gets a 
broad picture of what retailers wish to 
buy from stock, and, guided by his own 
judgment and experience, is enabled 
to select a line-up of styles that will 
serve the purposes of the average store 
without incurring too much risk 
through the stocking of dangerous 
styles. 

All in all, the manufacturers of chi!- 
dren’s shoes today are offering a very 
comprehensive and efficient in-stock 
service, thereby simplifying very 
materially the task of the retail buyer. 
It remains for him to familiarize him- 
self with the in-stock sources best 
equipped to take care of his needs an‘ 
plan his buying accordingly, making 
due allowance for a proper balance be- 
tween his make-up orders and the in- 
stock fill-ins which will keep his stocks 
in condition at all times to serve his 
customers in styles and sizes. 
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[CONTINUED FROM PAGE 43] 


(20 per cent) are men’s shoes; and 2,- 
975,000 (35 per cent) are children’s 
shoes. Further investigation reveals the 
fact that these stocks include practically 
every grade, type and kind of shoe re- 
tailing from $3 to $10 in women’s, $2 to 


$5 in children’s, and $3 to $8.50 in men’s | 
shoes. In fact, so broad is the scope of | 


St. Louis in-stock service that well over 
100,000 complete general line catalogs 
are sent to merchants each year. This 
is supplemented by an even larger num- 
be: of direct mail pieces on stock shoes. 
Furthermore, it is estimated that some 
40,000 shoe outlets throughout the 
United States make use of this in-stock 
service, with a constant flow of size-up 
orders. 

Probably nowhere else in the world is 
to be found such a vast and diversified 
reservoir of footwear. It is possible, 
therefore, for merchants to send their 


orders to St. Louis firms with the assur- | 


ance that in practically every case those 
orders will be filled promptly. 


Cool Wave and Crowds 
Force Early Fall Buying 


CLEVELAND, OHIO—Over 30,000 peo- 
ple brought into the city the first two 
weeks in September by conventions, 
coupled with sharp crisp weather, has 
brought an influx of patrons into the 
shoe stores here. Men have been large 
buyers and the conventions are be- 
lieved in some measure responsible. 
School opening increased the throngs 
with more than the usual quota of chil- 
dren. Women’s shoes have been going 
strong with suede leading the demand. 
Improvement in general business condi- 
tions and greater employment of labor 
are expected to lend their positive re- 
action to the turnover. 


New Shoe Store Opened 


DENVER, CoLo.—Among the new re- 
tail shoe stores recently opened, is the 
Fontius Bootery, 709 Sixteenth Street. 
H. B. Jones, formerly in the shoe busi- 
ness in Chicago, is the new manager. 

More than $4500 worth of stock has 
already been installed, according to 
Mr. Jones. One cashier and three 
clerks make up the personnel. 


Shoe Stock Purchased 


SEATTLE, WAsH.—Poll Brothers’ 
Emporium shoe store at 1415 Third 
Avenue has secured the entire stock 
of the Jacob A. Rise shoe store of 
Salem, Ore., from the underwriters. 
The Rise store had served Salem with 
shoes for the past thirty years. With 
the large stock Poll Brothers are con- 
ducting a sale, featuring 1006 pairs of 
women’s shoes as well as those for other 
members of the family. 
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THE NEW SENSATION 
IN LEATHER DESIGN 


IN-STOCK & 
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KENOVA 


R-1424—Brown Tic-Tac-Toe 
Brown Patent Trim and Heel.$3.25 
R-524—Black Tic-Tac-Toe 

Black Patent Trim and Heel.. 3.25 
198 Last, 18/8 Blvd. Heel—Sbicca 


‘| Construction. SIZES 


AAAA—5_ to9 
AAA—5% to 9 
AA—5 to9 
A—4¥4 to 9 


ARKY , B—3 to9 


23606-—onee byag ety in TERMS 
rown va Tim an eel .$3. 
R-S25—Black Tic-Tac-Toe 5%—30 days 
lac a ‘rim an eel. 3. P 
188 Last—18/8 Blvd. Heel— 15 cents per pair extra for orders of less than 
Sbicca Construction. S1X pairs. 





FIDDLE SHANK 


U. S. Patent 1,938,204 PAROO 


Seamless Pump. Made over 
207 Last with 1914/8 Louis 
Heel. Sbicca Construction, 


R-310—Patent Leather 
R-510—Mat Kid 
R-910—Blue Kid 
R-1410—Brown Kid 
R-706—Black Suede 
R-!506—Brewn Suede . 











PARAMOUNT SHOE MFG. CO. 


G 1 Sales Office New York Office 
—~ Factory 654 Marbridge Bldg. 
4164-72 Chippewa St. 34th and Broadway 

St. Louis, Mo. New York City 
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CLINIC SHOE 
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New 


The best shoe 
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$495 
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At the Chicago Shoe ‘Fair—Jan. 5 to 9, 1936 
Palmer House 836-838— Morrison Hotel 335 


THE JUVENILE SHOE CORPORATION 
OF AMERICA. 
CENTRAL TERMINAL BUILDING 


710 NORTH TWELFTH BLVD. 
SAINT LOUIS, MISSOURI 














| new 


The best name 


The best prices 
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Planning an In-Stock Catalog 


Should Be More Than An Inventory of Goods and Should 
Co-ordinate Selling From Factory to Fitting Stool 


To make an in-stock catalog that 
will click in this modern day, it must 
be something more than just an inven- 
tory of in-stock shoes. In the prepara- 
tion of such a catalog, the basic phi- 
losophy of how it is to be used must 
first be developed. So when we saw the 
in-stock catalog of Orthopedic 
Shoes, Inc., we tried to analyze it 
from the point of view of its effec- 
tiveness as a help to the merchant. 





L. B. EMERSON 
| Advertising Manager, Orthopedic Shoes, Inc. 


To arrive at the basic thought of 


| the catalog, we asked L. B. Emerson, 


| advertising manager 


of Orthopedic 
Shoes, Inc., a number of questions. 
He said: “The success of any shoe 


| organization rests on the man who fits 





the shoes. This book was designed to 


| help the man at the fitting stool so 


that, through him, our orthopedic shoe 
iines would be in continuous stream- 
line-movement between the factory, 
in-stock department, store shelves, fit- 
ting stool and the ultimate customer.” 

To make it easy for the salesman 
to know his product, the book combines 
the stock and service plans of the 
Ground Gripper, Physical Culture, Can- 
tilever and Dr. Kahler lines. Then it 
classifies corrective and service shoes, 
modified and preventive shoes, dress 
shoes and sport types. Then it moves 
on to men’s shoes in regular, special 
and policemen and firemen types. Mov- 
ing along, it takes in boys’ shoes, junior 
misses’ shoes, children’s shoes; and 
then in type tells the predominant fea- 
ture of each of the lasts so that the 
buyer and salesman can know the gen- 
eral characteristics of the wood on 
men’s, women’s, boys’ and children’s 
footwear. 

The common characteristic of most 
in-stock catalogs is the picture of the 
shoe and a brief description of its ma- 


terials, lasts, ete.—size, range and 
price. This in-stock catalog is unique 
in the fact that it only shows three 
shoes on a page, printed in black an: 
color and detailed in every necessary 
specification down to last contour. The 
book has been balanced to give proper 
play to each line. For example: the 
men’s shoes title page says: “If your 
business is correctly proportioned, your 
men’s business should be approximate!y 
25 per cent of your total business. [n 
the following section you have the 
means to bring your men’s business ‘0 
the correct proportion.” 

The children’s pages frankly sa’: 
“We have been dissecting dozens of 
ordinary shoes in our vain search for 
the perfect children’s shoes, in the }.- 
lief that children’s shoes are more thin 
foot coverings. They must guide young 
feet straight to future foot health.” 

To “Doc” Emerson goes the credit 
for something new and useful in in- 
stock catalog-making for he has car- 
ried the enthusiasm for selling to every 
page rather than resting on the as- 
sumption that catalogs need be only 
an inventory of stock, prices and ternis. 

We will not say anything about the 
paper, typography, illustrations, color 
and general make-up, for it is obvious 
that these features are companion to 
a well-planned book. 





Display Shows Shoe Construction 


BELLOWS FALLs, VT.—A window dis- 
play at the Fenton & Hennessey store, 
sponsored by the Chamber of Com- 
merce, shows a variety of shoes that 
are being made at the Harbro Shoe 
Company, in the Vermont Farm Bldg. 
In addition to the many styles, the dis- 
play shows various stages in the con- 
struction of shoes. 

The new pajama or bridge shoes, and 
evening sandals, that the factory is 
producing, are both featured with sev- 
eral of the Summer sandals. 





Begins Production on 
Sheep Leather 


SALEM, Mass.—The O. F. Goldsmith 
Leather Co. is starting to make sheep 
leather in the Michael Looney factory 
on Proctor Street. Oswald F. Gold- 
smith, treasurer, was formerly a manu- 
facturer of sheep leather in Peabocy. 
Carl L. Stahlbrand and Fritz C. Casten- 
dyl are associated with him in ‘he 
enterprise. 





Addition to Tannery 


Peaspopy, Mass.—The Carr Leather 
Co. have started to build an addition, 
50 x 80 ft., and to make changes in 
present factories, with the expectation 
of making a considerable increase. 
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POSTURE FOUNDATION—1. A hard, 
rigid piece of material, directly under 
the ankle bone, gives proper support 
to the foot and prevents collapse of 
the bone structure. 2. A resilient piece 
of sponge rubber which prevents pres- 
sure under the sensitive area—also ex- 
ercises and strengthens the muscles. 
Both of these pieces are thicker on the 
inside edge of the foot, tapering to a 
feather edge in order to throw the 
weight of the body properly to the 
outside edge of the feet. 








= tremendous popularity which 
has been built up for Goodrich 
Sport Shoes is due to the way Goodrich 
has gradually overcome all the objec- 
tions to ordinary sneakers. The Hygeen 
Insole, by preventing excessive perspira- 
tion odor, overcame the strongest ob- 
jection mothers had to canvas footwear. 
Then, the Xtrulock Process welded the 
entire shoe in a single unit, with no 
stitches to break and no seams to chafe 


feet or wear out stockings. 

The latest contribution of Goodrich is 
Posture Foundation. Here, at last, is “insurance 
against flat feet”! This feature provides the 
proper support for the bones and muscle 
structure of the foot, and overcomes the last 
objection mothers had to the ordinary type 
of canvas footwear for their children. 

Thousands of dealers have already dis- 
covered that Posture Foundation is a real 
sales-builder. Mothers especially, prefer can- 
vas sport shoes with Posture Foundation. 
They are glad to pay the slight extra cost for 
the assurance of definite protection to their 
youngster’s feet. And—what’s more important 
to you, Goodrich Sport Shoes with Posture 
Foundation are not high priced. They can be 
sold at popular retail prices. The Goodrich 
sales policy, which allows a substantial mark- 
up, will put profits in your pocket. Sneakers 
made to sell on price alone cannot offer this 
money-making opportunity. 


The B. F. GOODRICH FOOTWEAR DIV. 
Watertown, Massachusetts 


Branches at Atlanta, Ga.; Baltimore, Md., Boston, Mass.; 
Chicago, Ill; Cincinnati, O.; Cleveland, O.; Dallas, 
Tex.; Denver, Col.; Detroit, Mich.; Kansas City, Mo.; 
Los Angeles, Calif.: Minneapolis, Minn.; New York, 
N. Y.; Philadelphia, Pa.; St. Louis, Mo.; Salt Lake City, 
Utah; San Francisco, Calif.; Seattle, Wash.; Syracuse, N.Y. 


THE NAME GOODRICH ON 32,000 PRODUCTS IS RECOGNIZED AS A MARK OF G 
QUALITY TO CONSUMERS — AND A SYMBOL OF PROFIT TO THE DEALER 





This is one of a series of advertisements giving many reasons why it will be to your advantage to stock and sell Goodrich Rubber Footwear. 





When writing advertisers please mention Boot and Shoe Recorder 
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THE LEATHER MARKET’S 
UP and UP 


By OWEN A. THOMAS 


Straws in the Trade Wind 
BR EPORTS are current that the Czechoslovakian shoe 


manufacturer, Bata, will open negotiations with the 
United States Government for the entire lot of approxi- 
mately 2,000,000 drought hides—thus taking them for- 
ever off the American market. 

The Endicott-Johnson Corporation, on Oct. 1, in- 
creased the price of its shoes an average of 5 cents— 
making a total advance of from 1214 to 15 cents from 
the lows of this year. 

Cash hides are selling in larger volume and at firm 
to better prices. 

Some tanners are refusing to book orders at today’s 
price level for future delivery. 

Sole leather is strong. Some grades and weights are 
scarce. 

On Oct. 3, butt-branded steer hides sold at 1314 cents 
in the Chicago market. Prior to that they had been 
firm at around one-half cent lower. If the tanner is 
to make a profit, sole leather made from these 13-cent 
butt-branded steer hides must sell at between 39 and 
41 cents a pound. On Oct. 3, sole leather made from 
this type of hide actually sold at 36 cents—from three 
to five cents below the price at which it should have 
sold. 

This is cited at the beginning of this article, not 
because it is an extreme case of the present-day price 
dislocation in the leather field, but because it is typical 
of conditions throughout practically every division of 
the leather market—upper stock of all kinds and sole. 

What’s the answer? 

Will the tanner continue to ask more for his leather 
until it has reached a price at which he can do a profit- 
able business? Will the shoe manufacturer, if he pays 





Trilogy of Prices 
Leather Man:—I hope you will have the nerve 
to ask 50¢ a pair more for your next lot of shoes. 


Shoe Manufacturer:—There is no question of 
nerve involved. I’ve got to. 


Shoe Retailer: — Sez you both. But I’m the 
“patsy.” 





the advanced price, pass it along to the merchant? 
Can the merchant, in this latter contingency, pass the 
advance to the public? 

These questions have been whispered until lately. 
Now they are out in the open. Let’s face them. 

The answer to the first question is that he will. Not 
only that, but in certain well authenticated cases, he 
has—not directly, perhaps, but by refusing to accept 
orders for future delivery at today’s price level. This 
applies to both sole and upper leather divisions. 

Leather of good grade is being rather closely held, 
which is not remarkable when it is considered that 
these same butt-branded steer hides (in the sole leather 
division) sold at from 814 to 10 cents in July, 1934, 
advanced during the course of the next twelve months 
to 13 cents and then, after a little hesitation, jumped 
to 1314 cents during the week ended Oct. 5; and that, 
in the same period, calfskins, selling for cash in the 
Chicago market, have gone from about 914 cents to 
18 cents. In the sole leather division, in fact, there 
is in process of development a positive shortage of the 
weights suitable for men’s winter shoes. The head of 
one of the largest sole leather tanneries in the country 
states rather bluntly that his inventory of finished 
leather today is lower than at any time during the 
last twenty years. 

So much for the technical side of the situation. 

Now for the second question which was posed at the 
beginning of this article—“Will the shoe manufacturer, 
if he pays the advanced price, pass it along to the 
merchant?” 

Some of them already have. More will. Others may 
be tempted to hold to their prices and either grade 
down on their leather or use substitute materials. But 
it seems rather early in the game to talk about sub- 
stitutes because, when we come to examine the facts 
with any degree of intelligence, it is quite apparent 
that shoes have not yet come within striking distance 
of the price level at which real substitutes have been 
used in quantity in the past. There has, it is true, been 
substitutions of side leather for calf, as pointed out in 
Boot AND SHOE REcoRDER, issue of Sept. 28; there has 
been a fair demand for the less expensive grades of 
calfskin, presumably for use in shoes previously made 
of better grade stock. 

This question of substitutes was recently brought to 

[TURN TO PAGE 77, PLEASE | 
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$700 Aere—$395 at the chain store next door 
~ $495 across the street’ ~ AND THEY 
ALL LOOK ALIKE TO HIM » » » 


N o wonder the inde pendent shoe merchant 
needs a new selling story to STOP THAT MAN 


when he looks in the show windows on MainStreet 


The fact is, that over half of all 
American men are buying their 
shoes at chain stores and mail or- 
der houses, because shoes seem so 
much alike in the window — and 
price gets the business. 


The consumer may be making a 
big mistake. He would get more 
wear per dollar—perhaps avoid in- 
juring his feet—if he bought from 
you. Why does he go elsewhere, 
lured by price? 


You know that all shoes are not 
alike. If you could take each con- 
sumer into a private room and give 
him a half-hour demonstration of 
shoe quality, you could probably 
sell him—unless he belonged to the 
minority which absolutely cannot 
pay more. 


But what chance has the aver- 
age retail salesman under actual 
selling conditions—especially if the 


consumer doesn’t even come in to 
try on your shoes? 

To make substantial progress 

against this kind of competition, 
you need an idea that is a real “stop- 
per’”—one that concentrates atten- 
tion on your store, and cannot be 
duplicated by others. 
You need an idea that pulls men in 
—and then gives your salespeople 
a quick, convincing sales story that 
makes sales on the spot. 

The only possible line to fit these 
specifications, on a sound basis lead- 
ing to repeat sales, is one built 
around a revolutionary idea in shoe 
construction, protected by patents. 

Such an idea has now been de- 
veloped, perfected, and tested at re- 
tail with astonishing results. We 
are convinced that it is the answer 
to price competition for hundreds 
of shoe retailers. Write or wire for 
information. 


qua 


ELF SUPPORTING 7 


Abbi Garg 


WALTER BOOTH SHOE COMPANY, 302 North Broadway, Milwaukee, Wis. 
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ELLUSTRATION and layout are vitally important 
factors in today’s retail shoe advertising, as the 
RECORDER emphasized in its issue of Sept. 28 (page 
30), under the caption, “New Tricks in Shoe Ads.” 
The importance of attractive visual appearance, how- 
ever, by no means lessens the need of a selling story 
that will convince customers that they should buy your 
shoes. In other words, don’t overlook the necessity of 
providing good, clear selling copy. 

A great deal of the copy appearing in current retail 
shoe advertising is of an exceptionally high order. 
It’s interesting, informative, well written and convinc- 
ing. It tells a story of the use of the shoes, their place 
in the fashion picture, their fine points of style, quality 
and fitting. It describes the styles and materials in 
such a way that the shoes become desirable in the eyes 
of the reader. Copy that does these things certainly 
helps to sell shoes, and selling merchandise is the prime 
objective of all retail advertising. Even good will copy, 
of the institutional character, has increased sales as its 
ultimate objective. And the great majority of retail 
shoe ads are planned and published to sell shoes direct 
to the customer, rather than to sell the store and its 
service. 

Unfortunately, there is also a great deal of retail 
shoe copy that doesn’t measure up to these high stand- 
ards of advertising quality. Not that it isn’t well writ- 


GOOD AD COPY SELLS SHOES 


BEWARE OF “HIGH FLOWN’ GENERALITIES 
AND MAKE YOUR COPY SIMPLE, 
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CLEAR, CONCISE 











ten, so far as language goes; in fact there is surpris- 
ingly little poorly written copy to be found in most 
advertising today. Much of it is too well written, and 
by that we mean that there has been an evident effort 
on the part of the person preparing the copy to indulge 
in “fine writing,” rather than to tell a direct, simple 
story that will help the customer visualize the mer- 
chandise and its uses. We suspect that a great deal 
of the copy that is open to this particular criticism is 
written by professional advertising people who know 
quite a lot about advertising, but who, perhaps, are 
somewhat lacking when it comes to technical knowl- 
edge of shoes. 

Retail shoe copy should not be technical in the sense 
of indulging in terms and expressions familiar to the 
[TURN TO PAGE 70, PLEASE ] 
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A TECHNIQUE 
“TURNOVER 


The speed with which your goods move off your shelves 
depends on several factors. Chief among them are: 


The brand of stock you carry. 

The quality of that brand. 

The stylishness of that brand. 

The reputation of that brand among your 
customers. 

The price of that brand in relation to the incomes 
of your customers. 


Because W. L. Douglas Shoes are tops in these require- 
ments, point for point, they are the fastest selling line 


in America today! Here’s what Douglas offers: 


A shoe that has been established as a leader for 

more than fifty years. 

A quality shoe, made by skilled union craftsmen 

at Brockton, Massachusetts. All-leather construc- 

tion and conscientious methods of manufacture 

insure the quality of every Douglas Shoe. 

A stylish shoe. Douglas’ 175 “last-word” styles 

cover the tastes of America’s shoe-buying public, from coast to coast. 

A shoe with a reputation! For more than three generations the W. L. Douglas 
trade-mark has meant, to the public, VALUE in shoes. And today this reputation 
is being broadened and enhanced in national advertising in The Saturday Eve- 
ning Post and in more than 100 leading daily newspapers throughout the country. 
A sensibly priced shoe! The Douglas line retails at popular prices that will ap- 
peal to every pocketbook in your community — and allows you a profitable 
mark-up on every pair! 


These are the reasons that the Douglas trade-mark, to leading department store 
and fine shoe shop executives, means TURNOVER and PROFIT! There may be an 


exclusive franchise in your district. Write for information and Fall Catalog today. 


W. L. DOUGLAS 
SHOE COMPANY 


BROCKTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 





pes Gall sehinete 322: 


have 51 tested in-stock numbers to draw from — all 
Costume-Right styles backed by national promotion 
and publicity—the foremost quality stock service of its 
kind in the country today] » » If you were an I. Miller 
dealer you would be enjoying a substantial increase in 
volume and a greater turnover of your inventory, made possible 
by L Miller's unique merchandising plan. You would be head- 
Weartin in your city for good-fitting and beautiful quality style 
shoes. There are great opportunities today for the quality minded 
merchant. There is a rising interest in quality shoes on, the part of 
the consumer. And there are still many cities in veltéehe L Miller 
shoes can be sold profitably. If you are located im c 
such a city, write us today for further info 
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TO RETAILERS IN SMALLER CITIES 
The greatest opportunity for additional business for the re- 
tailer in smaller communities lies in quality shoes—a market 
that has been neglected for several years. If you want to 


build this business for your store, write us for full particulars. 
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"An Association Serving the Best Interests of the Retail Shoe Trade and the Industry in its Entirety’’ 


FOUNDED 1912 





Fashion Forecast for Women's Shoes 


Spring and Summer, 1936 


As Revised and Adopted by the Women's Style Committee, National 


Tuis report deals with new fashion trends in relation to 
shoes. They point the way for dramatic promotion. It is 
offered solely as a base from which to work, and to help 
you in formulating your plans for the coming season. 
Attention is directed to the fact, that many established pat- 
terns, lasts and materials will continue, as always. 
* * * 


Color—will dramatize the Spring Fashions of 1936... 
duo-color and tri-color will be triumphantly combined. 

The trend will afford the shoe industry an unusual latitude 
for the coler note will be emphasized by the accessories—the 
shoes, the bag, the hat, the belt, the gloves and the scarf. 

Fashion frowns upon the matching accessories for 1936 and 
challenges one’s flair for smartness by demanding—at least— 
the contrasting or blending of two colors. 

Silhouette news, as expressed by the Paris Houses and our 
own outstanding Hollywood and New York designers, is of 
vast importance to all the shoe retailers looking forward to 
the Spring Season. The accepted skirt length for Spring will 
influence the type of shoes to be shown. 

While the Military and the Renaissance are dominant 
themes at the moment, the Greek Classic, the Oriental and 
the Peasant trends have been steadily gaining favor. Not 
for some time have we had such an abundance of fashions 
from which to choose. 


Trends in Lasts and Heels 


From the customers’ point of view these details in shoe 
construction are more important than ever before. . . . the 
shape and the type of heels are of great interest in relation 
to the type of clothes with which they are to be worn—and 
the occasion. 

Such simple classic patterns as pumps and oxfords are 
being successfully promoted as new fashion types in connec- 
tion with new lasts and heels. 

The square toe developing from peasant and exotic leisure 
and evening types of lasts comes into the general style pic- 
ture. Still in limited high-fashion status but the new mea- 
surements of these lasts provide comfort and fit—give promise 
of importance in wider acceptance next Spring. 

So-called modified round toes begin to look pinched in ap- 
pearance, as new rounder toes, slowly growing in importance, 
now take their place in volume. 

Volume on lower heels tends to center at 1314/8; in higher 


Shoe Retailers Association 


HAROLD R. WILLIAMS, Chairman 





heels volume centers at 18/8. Indications point towards « 
increased demand for 10 to 12/8 heels. 

Square, octagon and hexagon heels are being sponsored ‘n 
connection with new lasts, usually the square-toe effects. 

The perfectly flat and wedge heel lasts are of doubtiil 
value for volume acceptance. At best they are for luxu:y 
shoe types to be worn with evening gowns, teagowns and 
beach clothes. 

The American woman has been consistently trained to ex- 
pect comfort and fit in shoes at every price range. Funda- 
mental in construction of shoes that fit comfortably are care- 
fully designed lasts and heels correctly adjusted. 


Trends in Colors for Spring 


Panorama of Color—greater use of color in combinations 
in the ensemble . . . strange new colors used with darker or 
lighter costume colors, often three and four in the costume 

. the so-called “scramble suit” of the past season gives 
great latitude for ensembles made up of sharp contrasts and 
subtle harmonies . . . wider use of colored accessories inclu:- 
ing shoes, promoted by this theme . . . daring use of color in 
accessories means the breaking down of fashion uniformity 
in American dress. 


For greater detail on Color Trends refer to report of 
Textile Color Card Association prepared for the Style 
Conference. 


Great importance of wide range of blue shades for spring 
costumes and consequent wide use of blue in shoes—Marine 
Blue for general wear, all-over and in combinations . . . 
Touquet Blue for sports wear and summer sandals... . tlic 
light Forget-me not Blue for combination with Marine Tou- 
quet or other Bouquet colors. 

New “leather shades” in costume fabrics for casual town 
and country wear ... to be used with accessories of matching 
Luggage Tan or with rich browns in accessories—shades such 
as Chaudron, Ginger Brown or Marrona. 

High-light colors such as Oriental Oxblood, Ginger Brown, 
Chaudron and Chamois important for related accessories such 
as bag and shoe, shoe and belt, hat and scarf. Molyneux 
strawberry and sulphur gloves have decidedly “caught 01.” 
The oxblood color also shows promise for summer promoti«is 
of prints combining dusty pinks or blues with the rich red, 
or the red on white grounds. Possible use of such sumn::r 
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Spring Styles in the Making! A session of the Style Conference of the National Shoe Retailers Association, Waldorf-Astoria Hotel, 
New York, September 9, 1935. 


novelties in footwear as White with Oriental Oxblood, Chau- 
dron, Touquet Blue, Ginger or Chamois because of interest in 
white-ground prints with color printings of these shades and 
composite multicolor effects. Black grounds with big splashy 
daring color printings. Even linens take on more color as 
they appear in rich dark summer colors instead of pale 
pastels, and both yellow and violet registers are used for 
summer as well as in color accents in early spring materials. 


Basic Shoe Colors 


The black shoe loses some volume importance to other basic 
colors since black in costume often takes colored accessories. 
Black Patent is an exception, however, as this leather, on ac- 
count of surface finish, has possibilities, and is likely to 
receive Customer acceptance. 

Marrona Brown 
Indies Brown 
Marine Blue 
Caramel Brown 
Sun Bisque 
Paris Grey 
Flint Grey 


Used all-over or in combinations 


Highlight Colors 


Oriental Oxhlood 
Chaudron 
Bourbon 
Luggage Tan 
Chamois 

Ginger Brown 


Used all-over or in combinations 


Southern Cruise, Resort and Summer Shades 


It was the general consensus of the meeting that white will 
continue in demand for Summer, with possible decrease in 
volume as compared with 1935. 


Chamois \ 
Bourbon 

Marine Blue 
Touquet Blue 
Deauville Red 

Lido Violet 

Biarritz Green 
Forget-me-not Blue 
Arbutus Pink 

Green Bud 


Used with white or in com- 


bination with each other 


General Influences and Trends 


Two main fashion trends—the “little girl” movement, best 
illustrated by jumper dress with pleated skirt, almost certain 
to carry into spring, and return to elegance—straight-hang- 
ing, draped silk dresses under fur coats for winter, revival of 
silk suits and prints for spring. Tailored and sports clothes 
fall under first heading, more feminine type of day-long dress 
under second. 

Most definite effect of these two trends on shoes brings a 
sharp differentiation between spectator sports and _ tailored 
shoes on one hand, the town shoes on the other. Once again, 
well dressed women must have two distinct types of daytime 
shoes. 


| TURN TO PAGE 70, PLEASE | 
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FOLLOWING IS THE REPORT OF THE 
JUVENILE STYLE COMMITTEE OF THE 
NATIONAL SHOE RETAILERS ASSO- 
CIATION, MAURICE J. YOSKIN, CHAIR- 
MAN, AS ADOPTED AND REVISED 
FOLLOWING THE RECENT STYLE 
CONFERENCE: 


Goop merchandising invariably 
means the presentation of something 
new or something old in a new way, and 
the newest of all things are to be found 
at the sources of those things. Bring- 
ing this general statement down to the 
matter of selling juvenile footwear, in 
which we are chiefly interested, let us 
for the coming Spring season devote 
more than the usual amount of atten- 
tion to the promotion and display of 
babies’ shoes, or, in other words, to 
the shoes for the child that is starting 
out in life and making his first steps 
in it. ° 

A mother can buy her baby the coat, 
the blanket, the cap, as her fancy dic- 
tates, and there is no hurt to the child, 
but the shoe must be fitted and fitted 
properly, or injury will occur that a 
lifetime cannot correct. 


FOR THE LITTLE ONE 


Heretofore shoe sales in this division 
have been taken more or less for 
granted. Replacement is quite frequent, 
costs are not especially great, and both 
buying and selling these little shoes 
has been so much of a routine matter 
that it has received no attention. In 
fact, so frequently is this true, that 
mothers more often than not buy these 
little shoes from bargain counters, 
clearance sales, or they are received as 
gifts. 

Now, it has been the experience of 
the retail merchant that when a child is 
brought in for a proper fitting, two or 
even three pairs of shoes must be put 
on for trials, and by one who knows 
what he is doing. Yet, and this is the 
tragic feature, it is at this point (per- 
haps even more than at any future step 
in the child’s existence), that proper 
fitting, proper materials, and proper 
shoemaking should be recognized as of 
first importance. 


IMPORTANCE OF CORRECT 
FITTING 


There is nothing more important 
than a pair of shoes properly fitted. 
The most wonderful shoe in the world 
will ruin a youngster’s foot, if it does 
not fit. So, for the moment, your Com- 
mittee’s first suggestion is that you 
devote thought and attention to these 
little fellows. The industry promises 
some new developments along these 
lines that would make such promotion 
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For Life’s First Steps 
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Importance of Right Shoes Stressed in 


Recommendations of Jurenile Style 


Committee for Spring 


rather easy. There is considerable dis- 
cussion among leaders in the trade 
about the greater use of kid in this par- 
ticular type of shoe. The advantages 
of the leather are flexibility, fit, con- 
formation to shape and “breathing” 
qualities. All of these advantages 
should be considered together with its 
softness and flexibility. 

Experience of the past several 
months has made clear how effective 
has been the emphasis upon correct 
and corrective shoes. The public is 
being repeatedly made conscious of the 
vital importance of this. Especially in 
the case of the growing foot. This is 
crystallizing into action in various sec- 
tions of the country, and even in the 
schools, where specialists are making 
examinations of feet in the classroom, 
and checking on the proper, or most 
frequently, improper fitting of shoes. 

This idea, which is of great impor- 
tance to the shoe trade, is spreading 
throughout the country, and it behooves 
us of this industry to come forward 
with this health movement by equip- 
ping our stocks with the necessary 
shoes that are constructed to conform 
to principles, and to see to it that our 
sales personnel are fully grounded and 
competent. To be both ethical and con- 
sistent, we would like to repeat here 
from our last report: “We do not sug- 
gest that shoe merchants invade the 
province of the medical profession. 
Cases calling for corrective treatment 
that have come to the store from physi- 
cians should be fitted according to pre- 
scription. But, for every medical case 
that is handled, there will be many 
others where no professional advice has 
been asked or given. Here is where 
your experience should be of particular 
value.” 

STYLE 


Most important in the development 
of children’s business, we do not want 
to lose sight of the fact that with the 
coming of Spring, style has a promi- 
nent place in the selling program. This 
connotes necessarily a longer line of 
merchandise and greater diversity of 
pattern spreading over the division of 
shoe styles, house slippers, dance slip- 
pers, keds and beach sandals. 


Do not permit stressing of the ortiio- 
pedic angle to obscure the importarce 
of style and novelty. Here lies the 
romance and the atmosphere of your 
department. Here the interest of ‘he 
child itself is maintained. There is no 
reason why a novelty shoe should be 
incorrectly designed simply because it 
is a novelty. All the romance need not 
be eliminated because the health factor 
is included. Novelties in shoes nd 
leathers will increase volume not ouly 
from their own sale, but by bringing 
customers to the department for stzple 
lines, because of their interest in the 
department itself. 


STYLE TRENDS 


It is a fair general presumption tat 
the style factor advances with the 
season. It is not so important at least 
in the early selling months as later, 
which is a gratifying condition in view 
of the fact that the carry-overs in 
staple footwear are saleable during the 
months of March, April and May. 
These should be promoted regulurly 
and not at reduced prices, but sup)le- 
mented, of course, with such new items 
as may be required to completely round 
out the stock. 

Among these additions, it is our 
thought that merchants should bring in 
the sport motif early. Another de- 
parture from the usual, likely to create 
a good deal of interest even if it does 
not result in volume sales, is the intro- 
duction of high colored smooth leathers 
—kid or calf—in T straps, Mary Janes 
and anklets. Gradually these merge 
into the play shoes which are the gveat 
out-of-door types for selling in June, 
July and August, and which can be 
sold in volume. These are barefoot 
sandals, perforated oxfords, perforated 
moccasins, and sandals of various de- 
scriptions. They all come under the 
play shoe family. 


PATTERNS 
For Daytime and Play 
(Spring Months) 
(a) Blucher oxfords, both plain ‘ves 
and shield tip effects. (b) Saddle ox- 
[TURN TO PAGE 62, PLEASE] 
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AMMAN lin Lh 


Success Story 
_ made possible by Walk-Over’s 
~ In-Stock Department 


Ai 


Men's, Women’s, Arch, Style and Sport 
Shoes, in stock, for every need 


@ You needn't carry a large stock — 
you needn’t miss out-of-size sales. 
Walk-Over’s Stock Department Ser- 
vice puts 125,000 sizes at your call, 
for immediate shipment. Send for de- 
tails on Herpolsheimer’s plan—use 
our stock department to increase your 
sales and profits. 


Walk-O 
a V C r Herpolsheimer’s dared Grand Rapids to catch them out of sizes 


. GEO. E. KEITH COMPANY on this fast-selling number 1929—and weren’t caught once. 
j Campello . Brockton . Mass. Broadway, 1929. Black calf. Retails at $6.75. 
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Fitting the Little Folks 
[CONTINUED FROM PAGE 60] 


fords, blucher and bals. (c) Oxfords 
with kiltie tongues. (d) Blucher Monk 
oxford effects in plain toe. (e) Broad 
straps. 

(Late Spring and Summer) 

(a) Perforated play oxfords. Blucher, 
moccasin and plug effects. (b) Bare- 
foot sandals. (c) Beach sandals. (d) 
Camp moccasins. 

(Dress for Early Spring) 


(a) T straps. (b) Center straps. 
(c) Sandals. (d) Sailor tie effects. 
(e) Little boys’ dancing pumps with 
concealed gores. (f) Anklets. 

These same patterns should be car- 
ried through for the Summer months. 


MATERIALS 
(For Early Spring) 


(a) Elk and boarded finished leath- 
ers. (b) Reversed calf (buck finished). 
(c) Smooth finished leathers in kid or 
calf. (d) Rough surfaced leathers in 
the prints such as Buffalo, Seal, etc. 
(e) Whites in both smooth and buck 


finishes. 
COLORS 


(a) Rich browns. (b) Two tones in 
the tan and browns. (c) Patent leath- 
ers. (d) Whites. (e) Blues. (f) 
Whites and tan trims. (g) High col- 
ors such as red, green and oxblood, in 
smooth finishes. 

Note: There is a tendency toward 
the light tan rather than the dark 
brown for trimmings on whites. There 
is an increased interest on color trim- 
mings on whites. Blue has become 
almost a staple for early Spring and 
Summer selling, and it is the opinion of 
the committee that this is apt to cut 
into patent leathers. 


LASTS 


In the earlier section of this report 
great stress has been laid upon the im- 
portance of correct fitting. Lasts will 
naturally fall into this general require- 
ment. Modification on presently ac- 
cepted lasts will be almost entirely 
upon orthopedic lines. 


READ WOMEN’S STYLE REPORT 


We have no better phrasing than 
that which appeared in the last report 
and reads as follows: 

“It will be of great importance to 
you to read carefully the Women’s 
Style Report, for a general picture of 
colors and patterns in the novelty 
classes . . . because here, any develop- 
ments that appear, or that are com- 
mented upon, are likely to be reflected 
in some degree in juvenile divisions, 
especially as they affect the Modern 
Miss section.” 


BOYS’ STYLE 


Junior Boys—sizes up to 2; boys— 
sizes 2% to 9. 


FOREWORD 


Every now and then it becomes the 
duty of this committee to draw the 
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Diplomatic Fashion Rendezvous 





























Washington, D. C.—Rich's Salon Bleu opens in fashionable Washington in a most modern 
setting. The intent of B. Rich's Sons was to give a setting for a line of quality footwear, with 
emphasis on its continental smartness and sophistication. The opening showing was of town, 
spectator, afternoon, evening and cocktail footwear. Note the modern chairs, diffused illu- 
mination, Venetian blinds and the pedestal emphasis on the smart shoe of the season. 


WASHINGTON, D. C.—Now desig- 
nated as the Rich Salon Bleu, Rich’s 
Store at 1001 F Street, recently opened 
its completely modernized shop where 
women may shop in the manner of the 
Rue de la Paix. 

The women’s wear floor has been re- 
decorated in a manner to carry out the 
French theory that goods of merit 
should have a setting commensurate 
with their value, or as explained by 
Herbert J. Rich, the owner: “It was 
our desire to fit a salon more in keep- 
ing with the fine shoes in which we 
have always specialized, and after con- 
siderable study, we planned this ultra- 
modern setting.” 

Carpets with a soft deep pile, rich 
blue in color, cover the floor to har- 
monize with draperies of the same 
color, hanging between deep bay win- 
dows extending along the full side of 
the building. The windows are trimmed 
in white with modern. Venetian blinds. 
Trimmings and wall decorations are 
also of a contrasting blue. 

Comfort for the feminine’ shoe 
shopper is provided in the restful mod- 


ernistic designed chairs with yellow 
cushions and back rests, and chrome 
frames. The shoes are neatly arranged 
in alcoves in the wall, also in keeping 
with the new architectural design. 

The new shop was designed hy 
Daniels, Daniels and Daniels, a group 
which, according to Mr. Rich, recently 
completed extensive studies in France, 
which accounts for the Parisian atmos- 
phere, unique among shoe stores here. 

Well lighted floor mirrors, provided 
for inspection of shoes by patrons, 
blend with the over-head indirect light- 
ing effect in contrast with a full-length 
mirror at the end of the shop which 
is unique in that it is plated with blue 
silver, which serves for a reflection of 
the salon. 

The Rich Store has had 66 years of 
experience in Washington, with 36 
years at its present location. In adidi- 
tion to special brands under its own 
name, Rich will continue to carry 
“Foot-Saver” and  “Palper-deLiso” 
shoes for women, and ‘“Nettleton’s” 
shoes for men, and “Kali-Sten-iks” for 
children, in the other departments. 





attention of the trade to omissions in 
selling. For instance (and the com- 
mittee itself is as much to blame as 
are the members of the industry in 
this connection), when we get down 
to the subject of boys’ and youths’ 
shoes, we say “they follow the men.” 
We make a few perfunctory remarks 
and let it go at that. It is not good 
policy to adhere closely to this idea. 
Boys, and espeically older boys, are 
becoming increasingly style conscious. 
Those who are sport-minded are likely 
to be very fastidious in buying their 
footwear, particularly in the Spring 
and Summer months. Apparently con- 





trary to this statement it is also true 
that once we are well into late Spring 
and Summer seasons, the business in 
boys’ and youths’ shoes is likely to 
swing into the very cheapest class of 
canvas and rubber-soled footwear. 

To offset this, and to the advantaxe 
of the cash register, we suggest at least 
a close scrutiny of attractive sport 
types of oxfords of fine fitting stand- 
ards with composition or leather so':s. 
Combination leathers and reverse c:!f 
buck finishes that have met with ¢vi- 
dent popularity in your community, )'t 
always in popular price ranges. 

[TURN TO PAGE 74, PLEA‘: | 
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In cooperation with DEWEY & ALMY CHEMICAL COMPANY 


Wwe announce 


[peppeReLi] 
E44 
T FABRICS | 





Branch Offices: 


VULCALINING 





For the first time, you can now buy a cotton shoe lining 


for men’s perforated shoes that 


WILL NOT FRAY 


WILL NOT STRETCH 


VULCANIZES TO LEATHER 


Provides “cotton next to the foot” 


Vulcalining is a specially woven 
Pepperell Fabric treated with specially com- 
pounded Latex. It can be actually vulcan- 
ized to the leather with Darex No. 404 cem- 
ent. Only through the closest cooperation 
and exhaustive research of Dewey & Almy 
Chemical Company and the Pepperell 


Laboratories, could such an advanced pro- 
duct be perfected. Now a cotton lining— 
acknowledged as the best, coolest and most 
satisfactory for shoes—can be perforated 
cleanly, stay in place and provide a cotton 
surface next to the foot. VULCALINING 
is not only better, but cheaper. 





Vulcalining and Darex Cement 
covered by Patents Pending 


PEPPERELL 


FABRICS 





PEPPERELL MANUFACTURING COMPANY 


Shoe Fabrics Division 


160 STATE STREET, BOSTON, MASS. 


PHILADELPHIA 


CINCINNATI 


Tel. CAPitol 1800 


ST. LOUIS 
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THIS IN-STOCK SERVICE 
IS WORKING FOR YOU! 


Concentration on Edwards’ In-Stock Shoes has meant 
immediate success for countless American Junior 
Shoe Dealers. You can count this In-Stock Service as 
your own, as an essential part of your business. It 
will supply your entire needs, enable you to attain 
a Maximum of Efficiency with a Minimum of Outlay. 

Remember . . . successful dealers concentrate on 
Edwards! Order foday from our complete Program: 
Shure Foot Welts, Shure Foot Turns, CorecTreds or 
Arch-Growers (Edwards’ Featured Shoes), Senoritas 
(for the Junior Miss), and the new Process Shoes. 


J. EDWARDS & COMPANY 


314-322 NORTH 12™ STREET, PHILADELPHIA, PA. 


When writing advertisers please mention Boot and Shoe Recorder 
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SHOE MANUFACTURER ~~ 


AMERICA’S GREATEST 


ef 
‘nh 


= IN-STOCK SERVICE 


Two complete floors of J. Edwards’ 
Ultra-Modern Daylight Plant are 
devoted to this great In-Stock 
Department. A live, basic stock, 
constantly moving. That can 
mean just one thing: The greatest 
collection of Junior Footwear at 


your Immediate Service. 
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What an evolution in public demand 
and a revolution in types of shoes have 
come in the 18 months since “flats” 
and low heels were first promoted. 
These figures indicate more than any- 
thing else the perishable characteristic 
of all stocks of shoes—high fashion, 
classic or orthopedic—when a popular 
demand comes for a change in lasts and 
heels. 

The merchant must not, however, 
overlook the fact that nearly % of 
his shoes in today’s stock are 16/8 
and over. Every manager of an in- 
stock department who reconciles his 
major stock months in advance of the 
date of sale at the fitting stool in some 
stores many miles away, is indeed giv- 
ing prophetic performance in antici- 
pation of demand. 

An encouraging note in our national 
poll on retail performance was the 
query: 

“WHAT PRICE GROUPS SHOW A 
TENDENCY TO INCREASE IN 
VOLUME?” 

We give in terms of percentage of 
merchants answering: 

$3.50 to $5.00, 205/6 per cent; $5.50 
to $7.50, 45 per cent; $7.50 to $10.50, 
25 per cent; over $10.50, 9 1/6 per cent. 

For example—45 per cent of the 
stores noted a greater increase in vol- 
ume in the $5.50 to $7.50 prices of 
shoes and a 25 per cent increase in the 
shoes $7.50 to $10.50 and a 91/6 per 
cent increase in a demand for shoes 
over $10.50. Only a year ago the 
tendency was for a nation of shoe mer- 
chants to slide down the greased skids 
to prices below $4.00. Not only has that 
tendency been checked but an upward 
movement made apparent by the cour- 
age of the merchant to offer more for 
the money and to back it up. with better 
salesmanship at the fitting stool. 

We then asked the merchants: 


“WHAT PERCENTAGE OF YOUR 
GOODS COME FROM IN-STOCK 
SOURCES?” 

The poll ranged from 5 per cent to 
90 per cent but the average was 39% 
per cent of all the shoes in all the 
stores joining in this statistical study 
are purchased from in-stock sources. 

Here is the first season’s perfor- 
mance chart—August 15 to October 1. 
It is pretty much influenced by what 
has sold and is subject to change in 
view of the purchasing now from in- 
stock for the early Winter season— 
November 1 to December 15. It is 
merely a guide to other merchants 
from the experience of some six hun- 
dred leading shoe merchants who 
joined with us in this national poll of 
retail behavior: 

“WHAT TYPES OF SHOES, BY 
THEIR EARLY PERFORMANCE, 
DESERVE TO BE REORDERED?” 
(Grouped according to the nine geo- 
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Expect an Early Winter Bulge 


[CONTINUED FROM PAGE 21] 





graphic divisions of the United States: ) 

In the New England states, a divi- 
sion which includes Maine, New Hamp- 
shire, Vermont, Massachusetts, Con- 
necticut and Rhode Island—suedes 
come first in the sales, with kids sec- 
ond and fabrics third. The oxford out- 
numbers the other types practically 
two to one in the reordering in this 
section of the country. Ties come sec- 
ond and the sporty types third. 

In New York, New Jersey and Penn- 
sylvania, three states that make up the 
Middle Atlantic group, suede takes the 
lead in leather on the sales with kid 
and calf about even, coming second. 
The oxford is first in the types of shoes, 
with step-in and spectator types about 
even for second place. Ties and the 
sporty types make up the third group 
on the reordering. 

In the South Atlantic states—a group 
that is comprised of Delaware, Mary- 
land, District of Columbia, Virginia, 
West Virginia, North Carolina, South 
Carolina, Georgia and Florida, suede 
again is first in sales for leathers with 
kid in second place. The sport type 
oxford comes first in shoe types, with 
the tie and strap types coming second. 

In the East North Central states, 
made up of Ohio, Indiana, Illinois, 
Michigan and Wisconsin, suede follows 
through with another first in the sales 
—kid a minor second. The oxford 
again leads in types, with ties com- 
ing first and followed very closely by 
the strap types and sport types. 

Kentucky, Tennessee, Alabama and 
Mississippi—making up the East South 
Central division, have chosen kid as the 
leather to reorder, with fabrics mak- 
ing up a light second. The wide-one- 
strap oxford takes first place in this 
group of states with the step-in sec- 
ond and the sporty type oxford coming 
third. 

Kids come first in the leather re- 
orders in the West North Central divi- 
sion comprised of Minnesota, Iowa, 
Missouri, North Dakota, South Da- 
kota, Nebraska and Kansas, with 
suedes and fabrics very light in second 
place. Straps and ties are about even 
for first place in reorders in this divi- 
sion. The walking type oxford is sec- 
ond in reorders but it is very light. 

In Arkansas, Louisiana, Oklahoma 
and Texas—the four states that make 
up the West South Central division, 
kids and fabrics take the lead in the 
reorder, with kids holding a slight edge 
over fabrics. Some suede is also being 
reordered but this is very slight. 
Straps and step-ins are very close for 
first place in the types, with ties a 
close second. Some flats and sporty 
types are also being reordered in this 
division. 

In the Mountain division—made up 
of Montana, Idaho, Wyoming, Colo- 
rado, New Mexico, Arizona, Utah and 












Nevada—kids, fabrics, and suedes run 
very close for first place but kids have 
a slight lead over the other tw». 
Straps and ties lead for first place in 
Fall types, with emphasis on low hee!;. 
There is also a slight indication .«f 
reorders on pumps and the sporty 
types. 

On the coast, the Pacific divisien 
made up of California, Washington ani 
Oregon, suede again leads, at it did in 
the east, followed closely by fabrics 
and kids, with some reptile. Tie 
sporty or slack type oxford leads |\y 
a wide margin over the other types bit 
there is also a good showing in 1:- 
orders in both the strap and ties. 

The opportunity comes through :- 
stock service for profitizing the last 
quarter of the year. A full ten weeks 
of straight selling, regular prices aid 
regular service prior to closing t'ie 
books for the year in the black. (n 
the ability of in-stock departments ‘o 
serve the retailers with speed and 
certainty on types, sizes, widths and 
prices in this period rests the pro‘it 
performance of the industry for not 
only the last quarter but perhaps the 
totals of the year. 





J. W. Knapp & Sons Sponsor 
Shoe Contest 


LANSING, MicH.—The J. W. Knapp & 
Sons Department Store recently spon- 
sored a shoe contest offering approxi- 
mately $175 in shoe merchandise for 
women who wrote the best shoe ad- 
vertisements and copy for the Jac- 
queline Modes shoes. The first prize 
offered was eight pairs of shoes for 
every season for two years, the second 
prize was four pairs of shoes, and the 
next eight prizes offered were one pair 
of shoes each for the winners. 





Shoe Store in New Location 


TAMPA, FLA.— Newark Shoe Com- 
pany is now settled in its new location 
at 904 Franklin Street. Tony Gigiio 
is the manager. The new store is next 
door to the old shop where the com- 
pany has been doing business for a 
number of years. 


Remodeled Store Opened 


ORLANDO, FLA. — Completely remoi- 
eled, Butler’s Shoe Store has been re- 
opened with new Fall merchandise. 
The new store is one of the most beauti- 
ful in its appointments, in central 
Florida. According to the manager, 
suede leads in the Fall trend. [n- 
tricate stitching, delicate strips of p.t- 
ent leather, and dainty trimmings of 
kid on a suede base are being offe: ed 
as the outstanding Fall styles. 
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STYLE 0077 
MYOPIA LAST 


BLACK CALF 
WING TIP—BROGUE 
OXFORD 

SIZES: AA 8 
A 
B 
Cc 
D 
E 


u 


8 
7 
6 
8 
6 


Y% 

% 

% 
STYLE 0076 

SAME IN COLORED CALF 


IN-STOCK 





True to a 
QUALITY TRADITION 


Stacy-Adams shoes are built to undeviating standards of 
quality. They always have been—they always will be, 
for the Stacy-Adams shoe was conceived as a quality 
shoe. 

Stacy-Adams In-Stock service is in keeping with the high 
standard of its shoemaking. Here is a line for the high- 
grade men’s market from conservative comforts to ultra- 
smart custom patterns to build a steady, profitable, satis- 
fied clientele for the retailer. Write for the new In-Stock 
Catalog with the complete Stacy-Adams line to retail 
at $12.50 and up. 


STACY-ADAMS 


COMPANY 


BROCKTON, MASS. 





STYLE 0068 
LA ROCQUE LAST 

BLACK CALF 

BAL OXFORD 


SIZES: AA7T%t 
AZT t 


STYLE 0067 
SAME IN COLORED CALF 


IN-STOCK 
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THE SLIPPER THAT IS 


In the summer of 1934 we brought you the 
open toe, padded sole—we all went to town 
with that one. Then for last Christmas you 
did a swell job with our lamb trimmed 
scuffs. This year we set up our Orthopedic 
Division—and Orthease sales are growing 
continuously. So for this Christmas let's all 
sii cititk Stieewe: tara | go to town with the Top Hat. It is the great- 
pe ye “ae est and newest thing in soft soles—square 
toes and square heels, trimmed with a chic 
electrified lamb collar. You wont have to 
sell them—they'll just walk right off the 
counter the minute they are seen. And leave 
you a neat little profit. Write to us at once 
for details on the Ginger Rogers pro- 
motional tie up. 
These latest innovations retail up to $1.95. 









2721|—Plated star satin, 
square toe, 12/8 
square heel, silver 
tipped fur trim. 





Ce 
Frec 
R-K-C 


























5000—All capeskin boot, 

9/8 heel, counter, 
lamb wool collar, 
banana felt lining. 


NEO PED INCORPORATED 
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AGAIN WITH “TOP HAT” 


ON THE SQUARE 


l 


Co-starred with 
Fred Astaire in the 
R-K-O motion picture 

Top Hat 


l 


3770—TOP HAT 


Corduroy, square toe, 12/8 square 
heel, electrified lamb collar and 
heel seat, gold and silver frog. 


JERSEY CITY --- N.J. 


When writing advertisers please mention Boot and Shoe Recorder 








trade, but not easily understood by the 
customer. Nevertheless, it is quite 
essential that anyone who writes shoe 
advertising should have a good, work- 
ing knowledge of shoes and the shoe 
business. This doesn’t mean that the 
advertising man must be a practical 
shoe man, but if he isn’t, he should at 
least have the advice and criticism of 
someone who is, preferably the mer- 
chant who is paying for the ad. For 
the average store it’s a good rule of 
practice for the head of the firm to 
“OK” all of the copy. 

The test of good copy should be 
whether it brings out the selling points 
of the shoes, the points that you your- 
self would emphasize if you were the 
salesman at the fitting stool. If you 
are selling smart, styleful shoes and 
your advertising writer can express 
their fashion interest in copy that is 
also smart and styleful, that’s all to 
the good. But beware of copy that tries 
to be “high flown” at the expense of 
clearness and selling power. 

If you employ the services of an 
agency or free lance copy writer, you 
can be of tremendous help in enabling 
him to prepare better selling copy. Try 
to give him (or her) the right slant on 
the shoes that are being advertised, 
the purposes for which they are in- 
tended, the types of costumes with 
which they are to be worn and any 
special “selling points” that ought to 
be emphasized in promoting them. In 
this connection it is suggested that shoe 
merchants pass on to their advertising 
people the issues of BooT AND SHOE 
RECORDER and other trade and fashion 
publications they receive. The style 
articles in the RecorpDER, for example, 
are meant to be of value, not only to 
the buyer in helping him to make his 
style selections, but also to the person 
who is responsible for promotion, win- 
dow displays and retail advertising. 
These articles will give the copy writer 
the knowledge needed to write intelli- 
gently of shoe styles and their place in 
the fashion picture. 

The trend in advertising today is 
mainly in the direction of abbreviated 
copy, but that in no sense minimizes the 
importance of the copy writer’s func- 
tion. It is even more difficult sometimes 
to tell a selling story in a paragraph 
than it would be in a page. It calls for 
much more careful attention on the 
part of merchant and ad man to make 
sure everything that needs to be said 
about the shoes is told in the brief 
space available. Pictures, typography 
and layout are important as attention 


getters and they play a part in getting. 


the selling story over. But when you 


buy white space for an advertisement 
you have made an investment from 
which you expect to derive definite re- 
turns in the way of increased business. 
And you can’t get them from pretty 
pictures or attractive layouts, unless 


your advertisements also carry a sell- 
ing message to your customers. That’s 
the business of the copy writer. 

Copy for advertisements featuring 
orthopedic footwear presents its par- 
ticular problems and calls for special 
study and attention. Regardless of the 
merits of a corrective or special feature 
shce, it must be presented to the public 
in such a way as to arouse interest and 
inspire confidence, or it can’t be sold 
successfully. The salesman, of course, 
plays the most important part in edu- 
cating the public along orthopedic 
lines. But to give the salesman a 
chance, you must first attract cus- 
tomers into your store, and that means 
your ads must command the attention 
of the people likely to be interested in 
this class of shoes. 

In preparing orthepedic advertising, 
the copy writer is faced with the dan- 
ger, on the one hand, of making his 
ads too technical and therefore unin- 
teresting, or of indulging in claims that 
are too extravagant and likely to in- 
spire suspicion rather than confidence. 
He must bear in mind that no shoe, 
however meritorious, can be considered 
a cure-all. His safest line is to point 
out in clear and simple language, the 
important part that foot health plays 
in bodily well being and efficiency, and 
then to explain in non-technical terms 
the corrective features by which this 
particular shoe seeks to fulfill its func- 
tion. 

The advertising writer, like the sales- 
man, must know the shoe he is trying 
to sell and should himself be sold on 
the points of value, style, fit or service 
that make it a “good buy” for the cus- 
tomer. Then it becomes a relatively 
simple matter to explain its merits to 
the public, in language that the aver- 
age person can readily understand. 





Fashion Forecast for 
Women's Shoes 
[CONTINUED FROM PAGE 59] 
Trends in Shoe Materials 


Panorama of materials—texture in- 
terest of dress materials still of great 
fashion importance . . often refine- 
ments of texture in various weaves to 
make one material imitate the appear- 
ance of another such as rayons and cot- 
tons looking like thin woolens . . 
stiff silks and silks that drape both 
important elastic weaves like 
Tropicals and alpacas in woolens as 
well as very soft suitings, texture 
weaves, nubby coatings, mannish suit- 
ings, richly colored tweeds. Rustic 
effects such as natural linen, home- 
spun woolens, spun rayons, Shetlands. 


Shoe Materials 


Soft, glove-like-kidskins, suedes, light 
weight calfskins . . . patent leather, 
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Good Ad Copy Sells Shoes 


[CONTINUED FROM PAGE 54] 
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pigskins, boarded calfskins, suedes, alli- 


gator, lizard, rustic, sturdy 
leathers—elk finishes, reversed calf- 
skins, buckskins, and fabrics. 

Materials important in white—pig- 
skins, suedes, kidskins, calfskins, buck- 
skins, reversed calf, elk finishes 
fabrics, crushed leathers. 

Due to the importance of fabrics thi 
past Spring season, it was the genera! 
opinion of the Conference that the: 
should be considered for Spring and 
early Summer. Particular attention i 
directed to the fact that fabrics ar 
being featured in combination with ki! 
and patent. 


Trends in Patterns and Treatments 


Which Point the Way for Spring 
and Summer 1936 


PANORAMA OF PATTERNS 


Top-lines in general lower... ‘{ 
six-eyelet height is retained it 
lightened by cut-outs. Street oxford 
four-eyelet instead of six-eyelet heigh . 
D’orsay effects important in lowerin:; 
top-line. 


TYPES 


Straps of all types, including bros | 
strap, two strap, T-strap, trick straj)s 
growing in volume . . . sandals veiy 
important with new low-front and 
broad strappings especially good, stri))- 
pings seldom used for construction pu’- 
pose as formerly, but utilized for trim- 
ming on broad bands. 

Oxfords still good for early season, 
high-lighting simple bal and blucher 
walking types on new lasts . . . one- 
eyelet and two-eyelet ties and Theo tivs 
in new developments, V and U throais, 
new throat-lines, all in ascendant. 

Opera pumps, plain and trimmed, 01 
rise, in best versions on dramatic vew 
lasts that make them look new 
glove-fitting gore shoes slightly on de- 
cline with fitting rather than fashion 


appeal . . . Colonials, very new low! 
ing. 
PATTERN SUGGESTIONS 

Types new this season such as 


Luckled oxford and new versions of 
monk continuing. 

Moccasin fronts and European ski- 
front appear in shoes for town and 
dress as well as country and sports 

Ghillie developments with cross-lace 
and ankle-lace fastenings, through loop 
and ring adjustments. 


PANORAMA OF TREATMENTS 


Bizarre outlines more important than 
bizarre treatments totally vin- 
decorated shoes on new lasts extremely 
smart. Jewelry ornaments often used 
as trimming. Perforations and stitch- 
ings in design areas rather than in 3ll- 
over design. Constructed cut-outs and 
perforations used in new ways for air- 
conditioning. All types of shoes show 
sandal influence and are more open. 
New stitchings such as cable, harn«:s, 
embroidery effects for various types 

[TURN TO PAGE 74, PLEA:-£] 
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AN INVITATION* SHOW’’NG 


of Women's 
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SMARTEST FOOTWEAR FASHIONS 
for Spring 


EXHIBITING 
MEMBERS 


CARLISLE SHOE COM- 
PANY 


DE!.MAN, INC. 
A. GARSIDE & SON, INC. 


ANDREW GELLER SHOE 
MFG. CO., INC. 


DANIEL GREEN COMPANY 
MOKGAN GROSSMAN, INC. 
GROSSMAN’S SHOES, INC. 


LAIRD, SCHOBER & COM- 
PANY 


LA VALLE, INC. 
Cc. & A. LO PRESTI, INC. 


MEYER BROS. SHOE CO., 
INC. 


|. MILLER & SONS, INC. 
NEWTON ELKIN SHOE CO. 


PALTER DE LISO, INC. 


1 S 


HOWING 


NOVEMBER 
18-19-20 


EXHIBITING 
MEMBERS 


PINCUS & TOBIAS, INC. 
PREMIER SHOE CO., INC. 


SCHWARTZ & BENJAMIN, 
INC, 


SEYMOUR TROY, INC. 
THE STETSON SHOE COM- 
PANY, INC. 
and its division 
M. N. ARNOLD SHOE COMPANY 
STONE SHOE CO., INC. 


E. H. STRASSBURGER, 
INC. 


TUPPER, INC. 


MARTIN WEINSTEIN 
SHOE CO. 


WINKELMAN SHOE MFG. 
co., INC. 


CURT WOLFELT, INC. 


H. ZUCKERMAN SHOE 
MFG. CO., INC. 


HESE prominent producers of women's quality footwear in America will present their 
Spring lines at this exclusive showing. Here, in a central location, the important trends 
in materials, colors and designs will be easily accessible to the retail shoe world for exam- 
ination, comparison and selection. Conducted by the group to which the shoe trade looks 
for inspiration and guidance, the Spring style showing will represent the last word in smart- 


ness and authenticity. 


*If, through an oversight on our part, you, as a buyer or prospective buyer of Guild mer- 
chandise, have not been invited, please communicate with the Guild office at once, 
Suite No. 3108, Empire State Building, New York City. 
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Walia ary insole 


Last designed tor 
use WIth effher 


type of insole 


Saddle insole 


Look for this stamp 

on all shoes made 

on “Down to the 
Wood” lasts 


The last shown above is made to accommodate both 
ordinary and saddle types of innersoles. 


Shoes made on “Down to the Wood” lasts are snug 
at the shank and give the wearer the very desirable 
advantage of a comfortable fit. Many leading retailers 
endorse this important contribution to good shoemaking. 


Manufacturers can procure these lasts or have their 
present lasts made over at any of our eight plants 
shown on the opposite page. 
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The United Last Com- 
pany operates these 


modern factories in 


FITZ BROS. CO. 
ee eee tories. Its facilities for 


eight important terri- STEWART & POTTER CO. 
BROOKLYN, N. Y. 
style and service are 

constantly available 

to the shoe manufac- 

turing industry. : | c 


pot 
ip 


| 
= ~ LER BROTHERS CO 


KRENTLER BROS. CO. 
ST. LOUIS, MO. 


UNITED LAST CO. 
BROCKTON, MASS. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 


UNITED LAST CO., LTD. EMPIRE LAST WORKS 
MONTREAL. P.Q. ROCHESTER, N. Y. 


A. a 
bi weg WHE! 
® 








which offers a maximum of support. 


ing proposition. 


LANE BROS. CO. ........, 555 Atlantic Ave. 





F.S. ELAM SHOE CO. 


... Boston, Mass. 
... San Franeiseo, Calif. 


GLASER SHOE CO. ....... MB First Ot. ......... 
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ELAM’S NEW PRE-WELT LINE FOR CHILDREN e 
FOOT DEVELOPER SHOES 


To 


ERCHANTS will find Elam's new Foot 

Developer shoes the fastest sellers in 
the store. An outstanding feature of this 
new line is the flexible sole, an important 
health development for tiny feet, because 
it allows a freedom of action for the feet 
and at the same time a quality construction 


Complete In-Stock facilities enable us to 
ship these shoes to you on the day your 
order is received. Take advantage of this 
dependable service and order Foot De- 
velopers today. They are a real profit mak- 


Elk Blucher 
402—Smoke Elk Blucher 
403—Smoke Elk Roman 
404—White Elk Roman 

406—Camel Elk Blucher 


401—W hite 


176 N 


BOSTON SHOE CO. .... 
B. ROSENBERG & SONS 





Fashion Forecast for 


Women's Shoes 
[CONTINUED FROM PAGE 70] 


Braid and small buttons continue, 
with military as new promotion theme 
for these treatments. The military 
frog-trim has added a new note—nar- 
row gold leather frogs over the instep 
being used on some models. Buttons 
as well as strap adjustments, impor- 
tant. Dressmaker treatments such as 
plaitings, quilting, pinch-plaiting, cord- 
ings, draping stressed. 

Developments from peasant treat- 
ments include cordings, pinkings, new 
wheelings, extensions, leather lacings 
and weavings, leather buttons, color 
touches, harness stitchings and cable 
stitchings. 


HIGH-LIGHTS 
Cotok Lower HEELS HEEL SHAPES 


On account of the low-heel vogue, 
little-boy dancing pumps for street 
wear, with 10 and 12/8 heels (adopted 
from men’s formal pump). Little-girl, 
one-eyelet with or without tongue, 
square toe and heel. 12/8 to 14/8... 
the sailor tie in a new development are 
to be considered. Opera pumps on 
square toe lasts with square heels, 15/8 
to 19/8. New leather-lace ties in town 
versions of peasant types. Broad 
straps fastening with buttons, covered 
in the same leather. New pattern lines 
that accentuate square toes. 


Square Vogue Increases in 
Popularity 


LYNN, Mass.—The vogue of shoes 
square fore and aft, which started as 
a flash, now seems to be going like wild- 
fire. This generation of shoemakers 
never knew anything like the present 
demand for shoes that are square at 
the heel as well as square at the toe. 

It was last June when the flash was 
first sighted and it was scoffed at right 
away. A lot of manufacturers were 
loathe to change their lasts and pat- 
terns and some didn’t like the looks of 
the square effects, declaring that the 
feet are of rounding contours and so 
should be the shoes. 

However, a few manufacturers tried 
the square toes, and then the square 
heels. The shoes were tried by a few 
women, and as they used them they 
said they were comfortable to walk in, 
even those with a square top lift as well 
as a square heel. 

The critics began to comment that 
the square lines fore and aft made the 
shoes look a size or two shorter, and 
then the demand for square effects be- 
gan to set in strong. The presumption 
that the vanity of having feet that look 
small, is a factor of strong influence 
in the run on the new “squares.” 


Army Has Standard Heels 


WASHINGTON, D. C.—Army shoes al- 
ways have heels 11/16 in. high. The 


CHROME SOLES 
SIZES | to 5 ONLY 


ROCHESTER, 


12, 1935 


IN STOCK 
Retail at $1.00 to $1.50 


NO HEELS 
UN-LINED 


ORTH WATER STREET 
NEW YORK 


Los Angeles, Calif. 
New Orleans, La. 


essed 772 So. Los Angeles St. 
....215 Decatur St. 








lengths and widths of heels vary ac- 
cording to the length and width of 
shoes. But the army heel, whatever 
the size of the shoe, is always 1 1/16 in. 
high. 


Fitting the Little Folks 
[CONTINUED FROM PAGE 62] 
PATTERNS 
(For Daytime and Play) 

(a) Blucher, moccasin and saddle ef- 


fects. (b) The winged tip brogue. (c) 
Blucher plain toe with the new trouser 
crease. 


(For the Late Spring and Summer) 

(a) Ventilation oxfords. (b) Saddle 
sport oxfords. (c) Blucher plain toes 
with rubber or ‘eather soles. (d) Ten- 
nis types. (e) Camp moccasins with 
regular orthopedic soles. 


MATERIALS 


(a) Elk and boarded finished leath- 
ers, in brown, tan and whites, and all 
whites. (b) Reversed calf (buck fin- 
ish). 

LASTS 

The orthopedic feature stressed in 
all juvenile footwear is as important 
in the boys’ as in the misses’ and chil- 
dren’s runs. It is particularly impor- 
tant in the sizes up to two. In the two 
and a half to nine there is a continued 
increase in popularity of custom toe 
styles that must be noted and con- 
sidered as a style leader. 
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Manufacturers of nationally known branded shoes 
are enthusiastically reordering our Gabardine . . . 
the greatest possible testimonial to the style authen- 
ticity and superior quality of this popular shoe 
fabric. 


Einstein Gabardine is unquestionably the smartest 
fabric to feature during the next two or three 
months .. . the unchallenged leader for Spring foot- 


wear. 


~ J-EINSTEIN- INC: ONE PARK AVENUE: NEW YORK 
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PONTAN| 


UNIFORM IN TEXTURES 
COLOR AND QUALITY } il 


re oe 


The “fold and wear” test subjects the 


No detail is overlooked in testing finished material to identical cond 
: ‘ tions found in its use as a shoe lining 

PONTAN QUARTER LINING before it 

leaves the Du Pont plant to become a 


part of a shoe. 


Continual laboratory tests with the best 
instruments known to science are the 
guardians of quality and uniformity. 


This instrument is 
used fo test Pontan 
for its tensile 
strength. 


The microscopic examination of all raw 
materials entering into the manufacture 
of Pontan is made to catch those flaws 
that would pass the naked eye. Finished 
material receives the same test. 





NTA 


Re 


A miniature mill of laboratory type is 
used to check repeatedly the various 
steps in manufacturing process. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


busine 


When writing advertisers please mention Boot and Shoe Recorder 
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The Leather Market's 
Up and Up 
[CONTINUED FROM PAGE 52] 


the attention of a calfskin tanner. His 
opinion was sought as to how far calf- 
skin prices could go without becoming 
absolutely prohibitive. “In the year 
1919,” he said, “I paid one dollar a 
pound for raw stock which I now buy 
for 18 cents, and I seem to recall that 
I did a fair business that year.” 

This, of course, is an extreme case 
and economic conditions were what 
might be described as abnormal at the 
time. But, as Joe Penner used to say, 
“It just shows to go.” 

The same question was put to a sole 
leather man. “Substitutes do not com- 
pete seriously with sole leather,” he 
said, “when the price is kept within 
some kind of reasonable bounds. If 
you insist on me being more accurate 
than that, I will say that, in my opinion, 
the breaking point is about 45 cents for 
sole leather backs—now selling at 
around 36.” 

Third question—“Can the merchant 
pass the advance to the public?” 

We know from commercial agency 
reports that retail trade is better. We 
know from the much more intimate re- 
ports which the Boot AND SHOE RE- 
CORDER has. received from its Field 
Editor, Harry R. Terhune, that the 
business of selling shoes at retail is 


better in most parts of the country, 
that good gains are being made by 
merchants selling the better grades of 
shoes, that he has been able to detect 
little, if any, resistance to price in- 
creases already in effect. 

Looking at the question from another 
angle, we conclude this article by quot- 
ing one of the shoe industry’s best- 
posted men: 

“There is,” he says, “absolutely no 
mystery in what has happened, what 
is now happening and what is going 
to happen, not only in the shoe indus- 
try but in every other industry as well. 

“We have been through a depression. 
I think most of us will agree to that. 
We have been through them in the past. 
Depressions start when business stops. 
People get scared and quit buying. 
After awhile, they get ‘un-scared.’ Then 
they start buying. Business gets better. 
People become more confident. Prices 
get firmer and then increase. It’s a 
snow-ball proposition. The more con- 
fidence people have, the better business 
is; and, within reason, the higher 
prices go, the more people buy. One 
tends to bolster the other. 

“These phenomena always come at 
the end of every depression and these 
phenomena are here today. You will 
never get a better illustration of price 
movements than the much-used one of 
the swing of the pendulum. It swings 
way over to the left—lower and ever 
lower prices. Then it turns and swings 


Thousands of shoe dealers and hundreds 
ey and otolerrlatekMelacrleriitcemalticeln (ta wert: is 
be wrong. Make sure you get 


when you buy your 
metatarsal insoles. 


Cc 


Order a run of sizes now! 
Write today for FREE Booklet ‘“Here’s How” 
List Price $6 Doren Pairs Retail Price $1 Pair 


WIZARD COMPANY 


St. Louis, Missouri * Walsall, England 
Canadian Distributors: Canadian Specialties, Ltd., 
49 Sanford Avenue S., Hamilton, Ont. 


the other way, acquiring such a mo- 
mentum as it reaches the middle 
(where the pendulum is vertical) that 
it passes that point and gets much 
higher than anyone would think pos- 
sible. That has happened plenty of 
times during the history of the world 
and it is going to happen again. 

“To my mind it is positively silly to 
view with alarm this question of in- 
creased prices. If they had not in- 
creased, the depression would still be 
here. 

“And, when all is said and done, all 
we are doing now in this country and 
in this industry, is to regain a portion 
of what we have lost. There is a pent- 
up demand for shoes just as there is 
a pent-up demand for the products of 
the so-called ‘heavy industries’ of which 
we have been reading so much lately. 
The average shoe wardrobe is at low 
ebb. Men could pay fifty cents a pair 
more for three pairs of shoes a year 
and all they would have to sacrifice 
would be three trips to the movies. 
Women, if they buy five pairs a year, 
could stay at home with their husbands 
on those three former movie nights, 
do without one box of chocolates and 
accomplish the same end. 

“If the shoe industry really would 
like a good slogan right now, I would 
suggest that we all quit talking about 
higher prices and refer to what is hap- 
pening now as a “A Return to Up- 
wardcy.” 





And You 


ARE YOU PROUD 
OF YOUR WINDOWS? 


Use Fairy Forms 
Will Be! 


Fairy Forms make shoes look smartest 
and customers look longest. They will 
add the finishing touch of distinction to 
your displays of Fall footwear. Order 
some now and see how they heighten the 
effectiveness of your windows and attract 
interested attention. 


There is a type of Fairy Forms for every 
purpose. Our catalog will illustrate them 
for you and suggest many handsome and 
economical displays that are proven 
sales-winners. Write for it today! 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufecturing Branches 
United Last Co., Ltd., Montreal, Canada 


Northampten Frankfort 
and Paris 


Germany 
Melbourne, Australia France Mexico City, Mexico 
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Control of Hosiery 
Inventories 


A Correspondent Asks a Question and Boot 
and Shoe Recorder's Field Editor 
Supplies the Answer 


By HARRY R. TERHUNE 


QUESTION : Is there any system of stock control 
on the market to control hosiery inventories? | 
am interested in something that we can use to make 
sure of hosiery sales. 

We are bothered at present by not being able to bal- 
ance our hosiery inventories, and I do not think it is 
all due to pilfering. How do the big operators work 
this out? We do a large hosiery business but cannot 
make this department show a profit because of short- 
age in inventory. We have decided to put a cash regis- 
ter in this department to be used for hosiery sales only. 
I think our present trouble is shoe and hosiery sales 
being rung up together. Our shoe inventories go over 
but not enough to make up our hosiery shortages. 


M. F. 


ANSWER: Our suggestion for clearing up the 
trouble you are having in your hosiery department is 
to use a stock record sheet for hosiery, just as you 
would for shoes; or, if you have a stock record sheet 
of your own, you should use a separate book for hosiery 
alone, listing one stock number of hosiery on a sheet, 
marking in the total number of pairs of hosiery you 
now have for each size, and also markings in fresh 
stock received. From the day you start new stock 
sheets, after taking a physical inventory, check off your 
sales from your sales slips, pair by pair and size by 
size, of each stock number. 

Then, if you are not using a serially numbered sales 
slip, begin using one at once. 

Now, assuming you have a separate section for 
hosiery, and you have one person in charge of it, re- 
quire that person to make out his or her own sales slips 
just as though he or she were an ordinary clerk. Where 
one of your shoe clerks comes over to the hosiery sec- 
tion to get a pair of hosiery, being sold along with the 
shoe sale, the person behind the hosiery counter should 
be made responsible for the passing of such hosiery 
to the shoe clerk or his customer. In order to facilitate 
speed in handling such, have the person behind the 
hosiery counter write on the tissue around the hose, 
the number of pairs, the stock number, and the price, 
all of which the shoe clerk must enter on his sales slip. 

In order to stop pilfering, you ought to have one 
person responsible at the cash register for accepting 
money, making change and ringing up sales. That 
person should also be made responsible for checking 
the sales slips on hosiery sold over the counter and also 
the sales slips of the shoe clerks making a hosiery sale. 
That person should also have in front of her a complete 
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list of the stock numbers of hosiery and the retail price, 
and before she makes change or rings up a sale, she 
should first check to see if the clerk has made the cor- 
rect entry on the sales slip as to the number of pairs 
sold, stock number, and the price. She should also 
check and know that the actual number of pairs of 
hosiery is actually in the bundle being wrapped up. 

Whoever it is that does your bookkeeping and makes 
the entries in your stock record book from your sales 
slips, should of course check off by stock number, each 
size and the total number of pairs sold; and if you are 
exchanging hosiery because of defects, such defective 
pairs should be carried along in the inventory of each 
stock number until they have been disposed of and the 
deduction from the total has been made. 

Then I think it would pay you to have a card for 
each salesman, requiring the person at the cash regis- 
ter to list on each salesman’s card the stock number, 
whether of hosiery or shoes and all the details, whether 
for refunds or exchanges, and should check accurately 
against your sales slips. 

Now it happens that the above is a brief outline of 
the way in which O’Connor & Goldberg successfully 
operate their tremendous hosiery department. Their 
main store has 750 stock drawers, each with from six 
to a dozen pairs hosiery. At times they run up as high 


as 25 salesmen, each of whom has a serially numbered _ 


sales slip book. All of the sales slips have to pass the 
inspection of the girl who checks each bundle and item 
for accuracy. This girl is not required to keep a check 
on the pairs of hosiery that go over the counter to the 
shoe clerks, there being another girl in another part 
of the store, responsible for checking sales slips carry- 
ing both shoes and hosiery. At the end of the day the 
total number of pairs sold by the hosiery clerks and 
those by the shoe clerks are totaled, this total being 
deducted from the inventory record, and each pair of 
hosiery being checked off on the stock sheet for each 
stock number. For each mistake made by either a 
hosiery clerk or by a shoe clerk, in making out a sales 
slip, a five cent fine is imposed by the management. 
Each sales slip must be made out in front of the cus- 
tomer, this serving to act as a check on the clerk. 

According to the auditor for O’Connor & Goldberg, 
their hosiery department inventory rarely shows a 
discrepancy. They do not use a cash register. The 
checker girl, through whose hands all hosiery passes 
for wrapping and for checking the accuracy of the sales 
slips for stock number, price, and number of pairs, 
evidently act as a sort of policeman for avoiding pilfer- 
ing and for keeping the inventory in balance. 

This auditor gives as his opinion that you may be 
suffering from pilfering to quite an extent provided 
you know you are accurately keeping a record for each 
stock number pair by pair and size by size. 

Another point is: How are you figuring your mark- 
up? On the selling price, as it should be, or on the cost 
price? There is a 714% difference, you know. This 
difference may mean a profit as against no profit. 
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for 


Connell’s Riding 
Boots 








* 
Improper Fitting, Plus In- 
ferior Workmanship Has 
Cost Retailers the Goodwill 
of Hundreds of Customers 


and Repeat Sales. 
* 


THE QUALITY BOOT 
LINE CARRIED 
IN-STOCK 
IN THREE GRADES 


for 


IMMEDIATE 
DELIVERY 
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RIDING 
BOOTS 


The Ideal Gift 


for Christmas 
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SHOE COMPANY 


SOUTH BRAINTREE, MASS. 
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IN THE LEAD 


In any business cycle, manufacturers and shoe retailers will 
find Kangaroo in the lead—staying there with all of that 
same ease with which “old man Kangaroo” keeps his 
lead in a cross country run. 


Even over the past few years men’s street and dress shoes 
of GENUINE KANGAROO have been moving with a 
strength and vigor that came from their definite appeal 
to men’s foot needs. And in today’s faster rhythm of shoe 
sales, those retailers who have been reaping real profits 
by featuring Kangaroo, will find its value to them tremen- 
dously enhanced. 


17% stronger, weight for weight, than any other leather, 


Kangaroo also makes possible light and pliable footwear 
that brings real foot comfort to its users. With its tight 
grain, it takes a high, lustrous polish that fits in with that 
shoe brilliance that well dressed men insist upon. Gen- 
uine Kangaroo is tanned in this country by the Surpass 
Leather Company, Philadelphia; the Richard Young 
Company, New York; and the Ziegel Eisman Company, 
Boston. 


AUSTRALIAN KANGAROO, TANNED IN AMERICA 


please mention Boot and Shoe Recorder 
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St. Louis to Show Lines at Chicago 


Market Display at Shoe Fair to Occupy Ten Solid Floors in 
Morrison Hotel, Says Announcement 


Sr. Louvis—E. J. Hopkins, president 
of the St. Louis Shoe Manufacturers 
Association, has announced that the 
St. Louis market will exhibit at the 
Morrison Hotel, Chicago, during the 
National Shoe Fair, January 6-9, 1936. 
Plans and arrangements have been 
completed, rooms have been assigned 
and, according to A. M. Burton, sec- 
retary of the association, St. Louis will 
occupy ten solid floors in that hotel. 

The St. Louis Shoe Manufacturers 
Association today includes 95 per cent 
of the shoe manufacturers in the St. 
Louis district. Through this associa- 
tion the market functions as a single 
unit in matters pertaining to its gen- 
eral welfare. With a reservation of 
150 rooms at the Morrison, the display 
space to be used by the St. Louis group 
will be the largest this market has 
ever engaged for a shoe show, with the 
exception, of course, of those held in 
St. Louis. 

Mr. Burton said that the local manu- 
facturers felt that the Chicago show, 
which marks the inauguration of joint 
display by retailers and manufacturers, 
will be a huge affair, and worthy of 
the extra efforts they are putting be- 
hind the plans for their participation 
of St. Louis. 

The Morrison Hotel will be the only 
place utilized for the official display of 
the St. Louis lines, according to Mr. 
Burton, indicating the unanimity of the 
purpose of the manufacturers here to 
make their part in the fair notable. 

Manufacturers representing the St. 
Louis market will have 38 different 
lines on display at the Chicago Fair, 
he said, with between 1,200 and 1,400 
representatives who also will be quar- 
tered at the Morrison. Reservations 
will also be made at the Morrison 
Hotel, through Mr. Burton’s office, for 
between 1,500 and 2,000 retailers of 
shoes in the St. Louis territory who ex- 


pect to attend the conventions and 
show. It is probable that a special train 
will be run from St. Louis to Chicago 
for manufacturers and retailers. 

The 31st annual convention of the 
National Boot and Shoe Manufactur- 
ers’ Association and the 25th annual 
convention of the National Shoe Re- 
tailers Association will be held on the 
dates named for the unified show. The 
Palmer House has been selected for the 
headquarters hotel. 


New Store Opened 


JACKSON, Miss.—Fallin’s Shoe Store 
has been opened here at 216 East Cap- 
itol Street, and is under the manage- 
ment of R. C. Fallin and E. G. 
Covington. 

The store will feature popular priced 
ladies shoes and accessories. 





WARNING 


During the past few months an unauthorized 
and fraudulent agent has victimized a number 
of Boot and Shoe Recorder subscribers by 
collecting money in cash and checks for sub- 
scriptions to Boot and Shoe Recorder. 

The receipts are signed with the name of 
L. E. McCann. In some instances, receipts 
are written out on ordinary plain paper and 
in other cases are on a printed form. 

All authorized subscription representatives 
of Boot and Shoe Recorder have a letter of 
authority issued on the stationery of Boot and 
Shoe Recorder, said authority being signed by 
W. H. Hennessy, Jr., Circulation Manager, 
and we ask your cooperation to the end that 
no money be paid to anyone claiming to 
represent our Company who cannot or does 
not produce his authority. 

In the event that you are approached by 
anyone who is unable to show his authority to 
collect money and issue valid receipt for same 
in our name, will you please wire us collect 
immediately? 





John Holden Resigns 
as N.S.R.A, Manager 


New York—Resignation of John J. 
Holden as manager of the National 
Shoe Retailers Association was an- 
nounced at the headquarters of the 
association here on Wednesday of this 
week. Mr. Holden has accepted a posi- 


JOHN J. HOLDEN 


tion with the Selby Shoe Company, of 
Portsmouth, Ohio, in charge of their 
Arch’ Preserver distribution in New 
England, and it is understood that his 
resignation will be effective at once. 
He wired President M. A. Mittelman, 
at Detroit, as follows: 

“Have just accepted position with 
Selby Shoe Company and hereby resign 
my position as manager of the associ- 
ation. My connection with the National 
Shoe Retailers Association with all its 
officers and members has certainly been 
most pleasant, and I shall always look 
back with fond memories of the many 
courtesies extended me and the very 
fine friendships that I feel I have made. 
The National Shoe Retailers Associ- 
ation is performing a great function 
for the shoe retailers of the United 
States and many things have been 
started that are now about to bear 
fruit, and I am sorry that I cannot re- 
main on the staff to see them through. 
Kind personal regards, and wishing 
you and the association well-merited 
success.” 

Mr. Holden was for 16 years with 
Oppenheim Collins & Co. as buyer and 
merchandiser of their five shoe depart- 
ments, which were located in New York, 
Brooklyn, Newark, Buffalo and Pitts- 
burgh. 
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Brown Buckide 
Scotty Last 


The 

Styles Shown 

Can Be Retailed 
Profitably at $5 to $6. Other 


Packards Up to $8.50. Over 70 Shoes 


Write Dept. 2. 


M. A. PACKARD CO., BROCKTON, MASS. 





Trade 
Literature 


Display Co. Issues New Catalog 


Cuicaco, Int.—Modern Display Fix- 
tures is the name of the new catalog 
just issued by the Weavco Interna- 
tional, Inc., of Chicago. This catalog 
illustrates their complete line of all 
kinds of display equipment, and they 
will gladly furnish copies on request. 


Booklet On Patent 


Boston, Mass.—The Colonial Tan- 
ning Co., Inc., reports that they are 
getting many inquiries for their new 
line of colored patent leather which in- 
cluded over 40 colors for the Spring and 
Summer, 1936. They have a variation 
from the lightest pink to the darkest 
blue, in fact any color one could wish. 
A booklet will be sent on request. 


New Utica Uses Personalized 
‘Thank You’ Cards 


Des MOoINEs, IowA—Highly person- 
alized are the sales made in the shoe 
department of the New Utica, since a 
“Thank You” card was given to each 
customer making a purchase. 

The little green card reads: “Thank 
You, I hope I may have the pleasure 
of serving you again.” Then, on a 


line below, is the signature in ink of 
the shoe salesman credited with the 
sale. 

The result has been, following sev- 
eral months trial, that customers upon 
returning, especially seek out the clerk 
who formerly served them, asking for 
him by name. The friendly feeling, 
established between salesman and cus- 
tomer, opens the way for a short period 
of light conversation during which the 
latter’s name is often obtained and 
added to the department’s record. 

Instances are reported by Mr. Sever- 
son, wherein the customer prefers to 
wait if necessary so that he may be 
attended by the man whose name he 
has learned. That these slips are 
actually valued and retained has been 
proven in the return of a pair of shoes 
for adjustment. The “Thank You” card 
usually is included in the package, 
sometimes in a worn and frayed condi- 
tion resulting from much pocket ser- 
vice. 





Hold Large Shoe Exhibit 


ATLANTA, Ga.—What is said to be 
the largest shoe exhibit ever shown by 
the Davison-Paxon Company was mod- 
eled and displayed at the ladies’ shoe 
department, on the second floor, on 
Monday and Tuesday, September 16 
and 17. Included in the exhibit, brought 
to Atlanta by Miss Pauline Rowe, styl- 
ist for the Fifth Avenue salon of the 


I. Miller Shoe Company, included 250 
new I. Miller styles. In addition to 
these, styles were shown for custom- 
built orders. 


Retailers Hold Monthly Meeting 


Des Moines—Des Moines shoe deal- 
ers held their monthly meeting at Grace 
Ransom’s tea room Sept. 19, to plan a 
concentrated Fall promotion of suede 
and fabric shoes for September 29. 
The time was decided to be appropriate, 
as the warm weeks had caused a 1ull 
in Fall buying and united effort was 
thought necessary to give fresh im- 
petus. Park DeWitt presided at the 
session, at which 12 members were 
present. 

Announcement was made that the 
Northwest Shoe Dealers convention 
scheduled for Des Moines will be held 
instead in Minneapolis in 1936 due to 
the resignation of the regional officers 
appointed for Iowa at the last conven- 
tion. The Des Moines dealers hope to 
obtain the next annual convention for 
this city however. Meetings are held 
alternately in Sioux City, Minneapolis 
ag Des Moines, according to the sciied- 
ule. 

The next meeting of the Des Moines 
shoe dealers will be October 8 at Hotel 
Savery, for discussion of uniform prices 
on rubber footwear involving the ‘if- 
ferent grades. Committees are to be 
named to work out a plan of uniform 
pricing. 





SHOE MANUFACTURERS 


AOnian fh ag * La 
Goldber; 
women’ = “genuine ‘Sbiceas, $4.00 and $5.00. 
T suet co. 

= Goldberg, 

women" : Stylish Ly ey 

In stock, $3.00 00 and 
stings Sew 8 oneme. 

Henry 


008 ‘ame SHOE CO., 
Dave A. Marks 
Men's and Boys" 
$5.00, $6.00 
WN SHOE 
om Pankau, ay , Ben Davis, M. Crane. 
All types of footwear for and from infants to 
grown-ups 
w. 8. CHASE & SONS, INC., 
Howard J. Engquist, 
Men's —— Sole Slippers and Boys’ Operas. 
Everetts, Romeos, Fausts, Cavaliers, Open Toe 
Sandals, $2.75 to $6.00 
8. E. COLE CO., 
Dave W. Saifer 
COMMONWEALTH SHOE & 
Simon Ruwitch and John 
“Bostonian Shoes’’ 


vee oqreyene & RYDER Co., 
$8.50 to $10.00; 


Dress Shoes, $3.00, $4.00, 


& LEATHER Co., 
Roedder, 


Me's % Wants “Copegs,”” 
Men’s Welts, $6.50 to $7.50 


cnagooes TERRY Co., 
Dave A. Marks, 
General line of men’s, 
shoes in stock 
OOROTHY DODD SHOE CO., 
(Branch of «ooo Shoe Co.), 
Julian 
Women’s High Grade Shoes, $6.50 to $8.50; 
Handcraft Grade, $8.75 up 
i a | eeeeery Soe weAs co., 
H. ne and Paul Kline, 
Men's ~ Bays Dress Shoes, Work Shoes and 
Hi Cuts Ladies’ and Children’s Shoes; 
“Standon’”” Tennis Shoes ; Rubber Footwear 


ei SHOE CO., INC., 


Brown, 
children 8 Pre-Welts, $1.50 to $2.95 
ronan? © pass SHOE CoO., 
by pe 8 vend Girls’ McKays and Welts, 


women’s and children’s 


$3.95 to 


HALPERN SHOE MFG. CO., 
Frank L. Parker, 
Women’s McKay Novelty Shoes, $3.00 


HUNTINGTON SHOE CORP., 


- & le, 
Men’s Dress Welts, $4.00 and $5.00 
KNIGHT SLIPPER MFG. CORP., 
Howard J. Engquist, 
Padded Sole Slippers for Men, Boys, 
and Women, 79¢ to $2.00 
KOZY KOMFORT SHOE MFG. CO., 
Howard J. Enaquist, 
Padded Sole Slippers; Women’s Compo Sole 
Sandals, Slippers and Comfort Footwear; 
Sole and Leather Sole Woolskin Slippers; Men’s 
and Women’s Bowling Shoes and Oxfords 


Thé 


Children 
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6. MEHRINGER & oo. »NC., 
Howard J. Engqu 
Feceins: Silk and ‘Felt Bath Sitppers, $1.25 


MELROSE SLIPPER CO., 
Simon B. Wax, 
Boudoir Slippers, $1.00 to $2.00 
vee. mete SHOE Co., 


z a. ‘Milley Health Shoes. 
Miller" Welts, $6.50 to $7.50 


MONDL MFG. CO., 
Howard J. Engqu 
Sheepskin Slippers. , Men, Women, Boys and 
Children, 59¢ to $2.50; Children’s Pla-Shus; 
Men’s Basket Ball Shoes; Bowling Shoes; Avt- 
ators’ and Skating Helmets 


MOUND CITY SHOE CO., 
Ed. Pankau, 
General line of women’s and children’s shoes on 
case lot factory basis, $2.95 downward 


NATURAL BRIDGE SHOES, 
. W. McHenry, 
Women’s Arch type, $4.00, $5.00, $6.00 
POUTA® SHOE MFG. CoO., 
Adams, 


women's. “arch and sport type Goodyear Weilts. 
$5.00 and $6.50 


QUEEN perinee SHOE CO., 
(Br of International Shoe Co.), 
Julian H. gman, 
Women’s High Grade Shoes, $6.50 to $8.60; 
De Luxe Grade, $8.75 up 


€. P. REED & CO., 
Edward Streeter, 
Footwear; 
on Shoes,”’ 


Shoes,” $7.50 and $8.50; 
»”” $9.00, $10.50, “sia 50 


R. J. page han INC., 
Howard J. Engquist, 

Beaded or plain vamp Indian Moccasins, 

to $12.00 

onaEweee SHOE CO., 

rney Coens, Middle West, 

Ba. . Bronn, Chicago and vicinity. 

Mrs. Belle A. LePine, Chicago office, 

Ladies’ Shoes, $5.50 to $7.50 


SWAN SHOE CO., INC., 
Howard J. Engquist, 
Foot Gluv Pullman ‘Slippers; 
Welts; Zipper Bathing Shoes; 


verses eo CORP., 
Simon 
Formal and Boudoir Slippers, $2.00 to $10.00 
warrenens Rg MFG. CO., 


Mor "’ Pe. “Shoes, $3.00 $5.00; Women’s 
Novelties, McKay, Compo, welts, £3.00 to $5.00. 
Special order only. 

WISCONSIN SHOE CO., 


Howard J. Engquist, 
Athletic Footwear, $3.00 to $12.00 


$7.50 to $10.00; 


“Varsity Girl 
$7.50; 
**‘Matriz 


Children’s Pre- 
Locker Sandals 


RETAIL SHOES 


JONES TREADEASY SHOE SHOP 
NURSE SHOE CO 

O'CONNOR & GOLDBERG 

OR. REED CUSHION SHOE Co. 


OTHERS 


ARNOLD BROS. & CO. (lasts) 

BEE HIVE SHOE REPAIRING Co. 

BOOT & SHOE RECORDER 

CAMERON & CO. (shoe store seating) 

CHICAGO SHOE TRAVELERS’ ASSN. (club rooms) 

FELTMAN & CURME SHOE STORES CO. 
(general offices) 

ROSMAN ADJUSTMENT CORP. (Collections) 

THE BOWCRAFT CO., Shoe Ornaments 





When writing advertisers please 


mention Boot and Shoe Recorder 
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Dancing and Bowling Shoes 
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BOWLING SHOES 


PRICE 
Women’s Oxfords- 
$2.25 5¢ less 
Combination Sole 
Right Foot 
Rubber Sole 
Rubber ere 


e 
Buckskin Sole 


Men’s 
$2.35 





No. 226 Rubber Heel 
BROOKS SHOE MFG. Co. 
Swanson & Ritner Sts., Philadelphia 


SO 6 6 


Dancing Shoes and Taps 


TAP DANCING THEO SLIPPER 


PATENT LEATHER 
1305—Childs’, 544/11 
$1.00 


1306—Misses’, a 


BLOG SHOE CO., INC. 


147 Duane St., New York City 
lle a lie i ee a 


Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 


Infants’ Soft Soles.. 0-3 
Intermediates - 
Flexible Hard Soles. 2-6 
Send for In-Stock 
Catalog 
MRS. OATS JOGA BABY 


Locust St. Danvers, Mass. 
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Men's Shoes 
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Four Brothers in Shoe Trade 


Detroit, Mich. — The four Diem 
brothers are now in the shoe business, 
most of them in Detroit, where the 
family makes its headquarters. Mau- 
rice Diem, the veteran of the business, 
has a store on Michigan Avenue, as 
has his brother Sidney, who recently 
opened his own store after being with 
his older brother for about nine years. 


r- 


- 
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Roy R. Knapp Celebrates 
25th Anniversary 


A group picture of S. J. Brouwer Shoe Co. “old timers" taken at the Roy R. Knapp anniversary 

celebration. Reading from left to right are: John R. Grigg, Henry Godshaw, S. J. Brouwer, 

Miss A. L. Verick, with Brouwer's 23 years, Fred Grathwohl, Mr. Knapp, Michael Hackct, 
Mrs. Maas, Mrs. Catherine Groffman, with Brouwer's 27 years, and Emil Krause. 





MILWAUKEE, Wis.—The S. J. Brou- 
wer Shoe Co. and its employees, here, 
on Sept. 21 honored Roy R. Knapp, who 
celebrated his 25th anniversary with 
the firm. Mr. Knapp, who started with 
the concern as a bookkeeper on Sept. 
21, 1910, is now secretary and office 


manager of the company. In honor of 
his anniversary, he was presented with 
a console style radio. 

At the gathering, Mr. Brouwer called 
upon all those who had been with the 
company 15 years and longer as a trib- 
ute to their loyal support. 





Irving Diem, who formerly had his 
own store as well, is now with the 
Kahn Shoe Company on East Jefferson 
Avenue, Detroit, while the fourth mem- 
ber of the family in the business is 
Jagseph Diem, who prefers the manufac- 
turing end of the business and is with 
the Bond Shoe Company in New York 
City. 





DATES TO REMEMBER 


New York State Shoe Retailers Associa- 
tion Convention, Onondaga Hotel, 
Syracuse Sept. 22, 23, 24 


Shoe Fashion Guild Spring Style Showing 
Waldorf-Astoria Hotel, N. Y., 
Nov. 18, 19, 20, 1935 


National Shoe Travelers’ Association Con- 
vention, Palmer House, Chicago, 
January 3, 4, 1936 


National Shoe Fair and Joint Convention, 
National Shoe Retailers Association 
and National Boot & Shoe Manufac- 
turers Association, Chicago, 

Jan. 6, 7, 8, 9, 1936 


Michigan Retail Shoe Dealers Association 
Convention, Detroit... .Jan. 12-13-14, 1936 

Indiana Shoe Buyers Week, Indianapolis, 
Jan. 26, 27, 28, 1936 


Northwestern Shoe Retailers Regional 
Association Convention, Hotel Radis- 
son, Minneapolis Feb. 2, 3, 4, 1936 


Middle Atlantic Shoe Retailers Associa- 
tion 22nd Annual Business Meeting and 
Exhibition, Hotel Adelphia, Phila- 

Feb. 10, II, 12, 1936 





Leopold in New Field 


Boston, Mass.—Leopold & Co., Inc., 
has been formed by Louis Leopold and 
Arthur Leopold, brothers, long active 
in shoe manufacturing and merchan- 
dising, and the new company has 
opened four shoe departments in as 
many stores in Boston, and plans to 
open 21 more so as to make a total 
of 25. One new store is being opened 
in Hartford, Conn., this month, and a 
store will be opened in Waterbury, 
Conn., in early December. 

The company is handling men’s 
shoes for street and sport wear to 
retail at $3.30 and $5.50 a pair and 
men’s health shoes to retail at $7.50 
and $10 a pair, both lines trade marked, 
and the health shoes being made over 
lasts of unusual design. Sizes are 
stocked from 5% to 14 for lengths 
and from AAA to EEE for widths. 

General officers of the new company 
are at 1837 Washington Street, Boston. 


P. F. Schmidt Sells 
Pied Piper Line 


CuIcaGo, ILL.—Paul F. Schmidt, who 
has been a representative of the Walter 
Booth Shoe Co., for the past six ye2rs, 
is now selling Pied Piper shoes in Chi- 
cago, Ill., and the northern half of 
Indiana. Mr. Schmidt wants the trade 
to know that he will continue to zive 
them the same personal attention that 
they have enjoyed in the past. 
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Advertising Correction 


We regret that two of the eight 
numbers illustrated by the Cambridge 
Rubber Company on the front cover of 
the BooT AND SHOE RECORDER, issue of | eR eAe 
Sept. 28, were incorrectly named and | WHR 
the brief descriptions transposed. 

Both the name Rayn Storm and the 
description printed beneath the fur- 
trimmed style belong to the strap model 
designated Sno-Boot in the advertise- 
ment as published. Sno-Boot and the 
accompanying description should have 
appeared beneath the fur-trimmed 
model, Below we again picture these 
two styles, this time correctly named 
and with the descriptions in their 
right places. 
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This New 


RAYN STORM Dark Wine | 


Black or Brown adjustable one 
strap for Misses and Children. 
High throat construction. 


Cordovan 
(v2) for FALL 


* As above illustrated, ‘“‘CLARKWOOD,”’ in Dark 
Wine Cordovan, represents a timely addition to our 
extensive in-stock service. 
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* Other additions include Brown and Black Scotch 
Grain (Clarkwood) — Brown Kiltie Calf and Black 
Seotch Calf, Wing Tip (Boulevard) — Russia Calf and 
SNO-BOOT Gun Metal, Straight Tip (Boulevard). 


Brown or Black oxford frosted 
Jersey. 
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* Write today for new fall and winter catalog, for 
samples, or request that our salesman call with the 
Plans to Move To complete line. 


Larger Quarters 


BurFALo, N. Y. — Jacobi Brothers, | é 
Inc., is planning to move to a new and | 
larger location at 628 Main Street THE > ea ee M _. TIMES 


early next year and will open a men’s | 
shoe department in connection with its | 
clothing and furnishings departments, | 
it was announced by Norman Jacobi, 


president of the company. The new | "THOMPSON BROS. SHOE oO 








store will have about 8000 square feet 

of space as compared with about 3600 FINE SHOEMAKERS : 
in its present location, which has been 

occupied for the last twelve years. The BROCKTON 

new store has two floors and a base- CAMPELLO, MASS. 

ment. A new window display frontage 


will be installed and new fixtures will BUILT-IN QUALITY FOR OVER FIFTY-FIVE YEARS 


be added throughout the store. 
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Ski Boots 
SKI BOOTS 


and HUNTING MOCCASINS 
MANY STYLES IN STOCK 
Write for New Fall Catalog 


R. J. SAWYER, INC. 
BOX 9-R—FREEPORT, MAINE 
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Riding Boots 


eel 


LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 
















Men, Women & Children’s 
Beots for Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 


Complete Catalog 
R-7 on Request 


COLT 
CROMWELL Co. 


1239 Broadway 
New York City 











RIDING 
BOOTS 


IN-STOCK 
For Men, Women and 
Children--also 
Jodhpurs and Field 
Boots 








J. M. CONNELL 
SHOE CO. 


80. BRAINTREE 
MASS. 





Write for Catales 
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V. E. Meline New Manager 


Des MoINes, Iowa—V. E. Meline, 
who closed his shoe store here after 
more than a year of operation, took 
over his duties Oct. 1, as manager of 
the shoe department at Wolf’s, Inc., 
712-14 Walnut Street. 

Mr. Meline has been in the shoe busi- 
ness in Des Moines for 31 years, be- 
ing formerly connected with Heggen’s 
and Crandall’s. 
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Fall Shoe Show in Evansville 




















Executive Committee in charge of successful Fall Footwear Style Show held by shoe merchants 

of Evansville, Ind. Left to right, back row: Glen Gore, Kinney Shoe Store; Carl Schracder 

Schears New York Store, and Clarence Andreae, Andreae's Shoe Store; front row: Philip 

Michlowitz, Barker's Shoe Store; David Weiss, De Jong's; Walter Combs, Bunnell & Combs, 
Inc., president of the Shoe Retailers Association, and Joe Cook, Salm's. 


EVANSVILLE, IND. — Evansville Shoe 
Retailers Association, in cooperation 
with The Evansville Press, staged a 
successful Autumn Footwear Style 
Show at the Coliseum here, September 
18 and 19. Twenty-two retail shoe 
stores cooperated in the event, and ad- 
mission was by tickets, which were ob- 
tainable free at the various stores. At- 
tendance exceeded the records of the 
successful style show held under the 
same sponsorship last Spring. 

On Tuesday, September 17, The 
Evansville Press published a complete 
section devoted to the show, with edi- 
torial articles about the Fall styles in 
shoes, photographs of models and com- 
mittee members and a large volume of 
Fall shoe advertising from the various 
stores participating in the event. 

Lavishly decorated booths, a magnif- 
icent runway and brilliant stage set- 
ting provided the background for a 
parade of more than 50 models. Fred- 
die Rollison and his orchestra gave a 
short concert opening the show and 
provided the musical accompaniment 


for the modeling on Wednesday eve- 
ning. Fred Kroener’s orchestra played 
Thursday night. There were entertain- 
ment features, including dancers from 
the Madame Ione Studio, John Cargile 
and His Four Dispensers of Harmony. 

Footwear for sports, afternoon, cock- 
tail hour and evening wear was modeled 
in the fashion show. The shoes in- 
cluded types for men, women and chil- 
dren. As a grand finale the entire 
group of models appeared in a setting 
representing a wedding scene. Imme- 
diately after this tableau, 35 attendance 
prizes were awarded. 

Shoe stores participating in the show 
included the following: Andreae’s Shoe 
Store, The Atlas Store, Barker’s Shoe 
Store, Bunnell & Combs, Darling Shop, 
DeJong’s, Dorfman’s, Grusin’s, Hall- 
ert’s, Kinney Shoe Store, Thom McAn, 
Mike’s, Montgomery Ward & Co., Salm 
Bros., Schear’s New York Siore, 
Schultz Cloak House, Sears, The Shoe 
Box, Siegel’s, Strouse & Bros., Vanity 
Shop, Walk-Over Boot Shop. 





Men's Shop Adds Shoes 


CLEVELAND, OH10—Zucker’s, the com- 
plete men’s wear store at 1244 Euclid 
Avenue, has now added shoes and will 
henceforth outfit their customers from 
head to foot. W. C. Zucker, proprietor, 





announces that both Nettleton and 
Whitehall footwear are now available. 
A special balcony department has been 
installed to handle the shoes and ©. L. 
Smith, formerly with Higbee’s and the 
B. R. Baker Co., has been named man- 
ager. 


12, 1935 
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TIRELESS TREAD FEATURES 


The national Girl Scout organiza- 
tion, recognizing the high stand- 
ards constantly maintained by the 
Melanson Shoe Co., announce the 
continuance of their contract with 
them for a number of years, as 
manufacturers of Official Girl 
Scout Shoes. 


NURSE In Stock 

No. ead > Kid, 11/8 Covered Cuban 
ee 

No. a 11/8 Leather Cuban 
ee 

Built over No. 50 last 


Sells the year ’round—a sound money 
maker. 


All Official Girl Scout Shoes are 
carried in-stock. Catalog and com- 


plete details upon request. 


MELANSON SHOE CO. 
BREWER, MAINE | 


? 


FRANKFORT 


4 RETAILERS... WITH A POSITIVE PROFIT 


HOGE-MONTGOMERY CO. Ine. 


KENTUCKY 





Tacoma Merchant Visits East 


New York, N. Y.—Mr. and Mrs. 
Iral D. Stewart, of Stewart’s Ortho- 
pedic Shoe Store, Tacoma, Washing- 
ton, recently spent a week in New York 
on a buying and pleasure trip. They 
made Orthopedic Shoes, Inc., 9-11 East 
37th Street, their New York headquar- 
ters, inasmuch as the Stewart store 
carries the Orthopedic Shoes, Inc., 
brands of Ground Gripper, Cantilever, 
Physical Culture and Dr. Kahler Shoes. 
They were guests of L. B. Emerson, 
advertising director for Orthopedic 
Shoes, Inc. 

George W. S. Reed of the Adver- 
tising Arts Agency, also visited New 
York recently from Los Angeles, to co- 
ordinate the Pacific Coast advertising 
and merchandising plans of Ortho- 
pedic Shoes, Inc., for this Fall with 
those of the East. Mr. Reed is adver- 
tising manager for Orthopedic Shoes 
for the Pacific coast territory. 


F. W. Howe Takes On New Line 


Boston, Mass.—F red W. Howe, for- 
merly of the Hollis Shoe Co. and the 
Cushman Hollis Co., is now represent- 
ing the Heman Shoe Co. of Philadel- 
Phia, which manufactures women’s 
popular-priced, corrective shoes. Mr. 
Howe will be in charge of the newly 
opened Boston office at 83 Lincoln 
Street. 


August Production Increases 





PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 


MILLIONS OF 
— AUGUGT , 1938 
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WASHINGTON, D. C.—Shoe produc- 
tion for the month of August increased 
13.6 per cent from the July figure and 
1 per cent from August, 1934, accord- 
ing to the latest figures released by the 
Bureau of Census. The total produc- 
tion, including boots, shoes, and slip- 
pers, of factories reporting for the 
month amounted to 35,985,487 pairs. 
Production for the period from Jan- 
uary to August, inclusive, shows a de- 
crease of 0.6 per cent as compared with 
the same period of 1934. 


Shoe Illustrators Open 
New Studio 


CuHicaGco, ILL.—James L. Fraser and 
Edwin E. Morgan have recently opened 
a new studio in Suite 1514 in the Re- 
public Bldg., 209 S. State Street, Chi- 
cago, under the name of Fraser and 
Morgan. These artists, both well- 
known throughout the shoe trade, and 
their associates, are specialists in the 
production of illustrations of men’s, 
women’s and children’s shoes, for cata- 
logs, dealer service, newspaper, and 
national advertising. 


Retailers Exhibit at Progress 
Exposition 


BuFFALO, N. Y.—A number of shoe 
retailers took advantage of the Prog- 
ress Exposition being held in the 106th 
Field Artillery Armory, beginning 
Sept. 28, to exhibit their wares in at- 
tractive booths and show the customers 
how the shoe manufacturers and re- 
tailers are keeping up with the parade 
in the way of distinctive footwear. 
Among these concerns were the follow- 
ing: Jay’s Shoes, for whom Miss 
Sidney Daviesk, selected for her per- 
fect feet, modeled more than 100 differ- 
ent styles of new Fall shoes; Nisley 
Shoe Co., which had a number of ex- 
pert fitters in attendance, and L. N. 
Ellsworth. 
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Women's Shoes 
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ST. LOUIS 
STANDARD BRANDS 


We specialize in wom 
men’s and children’s sar .es 
and jobs for special r  .o- 
tions — handle noth’ , but 
St. Louis made show, from 
reliable sources. 


“While in town see Weil” 


M. K. WEIL SHOE CO. 


1326 Washington Ave. St. Louis, Mo. 


Modern Turn Shoes That Fit 
pres WILL NOT GAP 
Ruby KigNew “SHORT BACK” Last 


n Stock 39 STYLES Send for 
IN STOCK catalog 








Best for All Active Women 


ACROBAT SHOES, INC. FARIBAULT, MINN. 








SQUARIES 
ARE 
SMARTEST 


Fastest Sell- 
ing Style in 
years. May we submit popular 
priced samples? 
FREDERICK SHOE CO. 


DERRY, N. H. 


KUSH-IN-EZE 


HAND TURNED Vv) 
FOOTWEAR 


“IN 8TOCK Vv 


Ne. 202 Black 
Kid $2.00 


VAUCHAN-TOWLE CO. \% 


WAKEFIELD, MASS. 
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Shoe Department in Modern Manner 


One of the most interesting of the many shoe departments that have remodeled in th: 
modern manner is that of Lit Bros., in Philadelphia, illustrated in the above photograph. 
The most striking feature of the department is the all metal furniture, installed by Howe! 


Chair Co. 


Modernization of this department has resulted in a gratifying increase in 


business, and has proved a worth-while investment from the standpoint of the interest ‘' 
has aroused among the store's customers, according to Manager Murphy. 





Radio Singer Wins Applause 


CoLuMBuS, OHI0O—Miss Vivian de la 
Chiesa, featured soprano on the Foot 
Saver program, sponsored by Julian 
& Kokenge Co., which is broadcast over 
the Columbia network Sundays at 
11.30 A. M., sang some weeks ago on 
the program of the Woman’s Sym- 
phony at Grant Park, Chicago. A 
review in the Chicago Herald & Ex- 
aminer said that Miss de la Chiesa dis- 
closed “voice, art and personality of 
the most persuasive kind.” 

“No more perfect song has_ been 
heard during the series,” added the 
Herald & Examiner, “nor will be, un- 
less some one persuades Grace Moore 
to sing in these free concerts, a most 
unlikely contingency. Miss de la 
Chiesa’s voice is a flawless, shining 
column of tone that preserves its rich- 
ness and luster throughout its ample 
range. As is always the case with 
perfect tone placement, this singer’s 
diction, in Italian, French and Eng- 
lish, is a joy to all who believe that 
song is a lyric address compounded 
of words and melody.” 


E. F. Hill Buys Gunn & 
Critzer Shop 


SPOKANE, WASH.—E. F. Hill, veteran 
shoe store proprietor of Seattle and 
Tacoma, has picked Spokane for its 
brilliant business future and has pur- 
chased the Gunn & Critzer Shoe Shop 
in the Davenport Hotel Bldg. This fine 
new store was only recently opened at 
this new address at W. 833 Sprague 
Street, this city, after years in another 
location. Mr. Hill, in the shoe business 
for the past thirty years, and well 
known in the Pacific Northwest, will 


operate the store himself and has a! 
ready moved to Spokane to take charge 
He will feature nationally-advertise: 
jines of footwear, as well as evenin 
and street bags, and hosiery. Spokan 
not far from the building of the Grand 
Coulee Dam, its large Federal payrol!, 
and attraction of capital, as well a 
center of the silver mining industry oi 
the nation, is believed by Mr. Hill, an: 
hundreds of other new-Spokane busi 
ness men, to have one of the fines 
futures of any city. 


Eight Months Average Life 
of Shoes 


Des MOINES, IowA—The average li! 
of a pair of city-man’s shoes is ap 
proximately eight months. This fac! 
has been brought out by the card re 
ord kept by the shoe department of th 
New Utica store. Whenever a customer 
buys a pair of shoes costing $5 or mor< 
this store makes a record of the pu 
chase on a card. There is the customer’s 
name, the date of purchase, and the 
price and style of the shoe, as well a: 
the name of the salesman. 

Study of these records being kep! 
determines the length of time eac? 
customer wears his shoes. When it 
time for him to buy again, a salesman 
calls him and suggests a visit to th2 
shoe department. A fine mailing lis” 
of better class customers is also ob- 
tained. 

Some surprising information has 
been brought out by this record. For 
instance, one customer wears out 4 
pair of shoes in exactly eight weeks. H: 
is a high school principal who spenc- 
considerable time in the school yard 
every day. The cinders in the yard a: 
tough on his shoes. 
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BARBOUR STORMWELT ano PRE-STITCHED STORMWELT 
ARE STYLE IDEAS THAT STEP-UP SALES 


Nothing so discourages the prospective 
purchaser of a new pair of shoes, as to find dis- 
played for his consideration, shoes that are 
essentially the same as those he now owns. 

They must be different to stimulate the 
desire to buy! 

We respectfully suggest that no detail in 
the shoe so thoroughly lifts it out of the 
ordinary and so completely identifies it as new 
and different as 


BARBOUR STORMWELT 


and 
PRE-STITCHED STORMWELT 


Shown now in all the leading lines 


BARBOUR WELTING COMPANY 
BROCKTON, MASS. 


Originators, patentees and manufacturers of 


BARBOUR STORMWELT and PRE-STITCHED STORMWELT 


SOLE DISTRIBUTORS FOR ENGLAND—WELTING LTD., LEICESTER 








When writing advertisers please mention Boot and Shoe Recorder 
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WHERE 
TO 
BUY 


Shoe Trees 


CN i i i i eh li ei eid 


QUICK PROFIT ITEM » 50): 


E TREES 


SELF ADJUSTING 
A Gentle Squeeze 

Inserts or Removes 

weese" rhea 
SALES PLAN SHOE TREE 


OF Oe SP OF ee er ee 


Men's and Women's 
Slippers 


Oe Eo Pe! 


EVANS’ SLIPPERS 
Hand Turned, Cement 
or Padded Sole 
For Men, Women, Children 
77 Styles in Stock 


Send for Catalog 
No. 1605, 
—, sole 
Tan, and Back, 


$1. 25 


L. B. EVANS’ SON CO. 
Wakefield, Mass. 


f 
A 
A 








Now Buyer for Men's and 


Women's Shoes 


DENVER, COLO.—A change in the set- 
up of Gano-Downs Company brings 
both the men’s and women’s shoes un- 
der the management of R. O. Mattingly, 
who formerly bought the women’s shoes 
only. Several physical alterations are 
being made to bring the two depart- 
ments closer together, the whole change 
being made for better coordination and 
economy. Mr. Mattingly plans no im- 
mediate changes in policies or lines. 

In taking over the men’s department 
Mr. Mattingly replaces Joe L. Fadely, 
well-known throughout the men’s shoe 
world for his excellent handling of the 
Gano-Downs men’s shoe department, 
always keeping it up to the high stand- 
ard of the whole store. 

Mr. Fadely is at present undecided 
as to his next move and will remain 
with Gano-Downs for the time being. 
Mr. Fadely’s friends feel sure a man of 
his energy and ability will have no 
difficulty lining up advantageously. 
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BELLIGERENT SALES 
PROMOTION 


Norfolk, Va. 
Boot and Shoe Recorder 
Gentlemen: 


On Sept. 16th, two of Norfolk's gangsters 
decided to settle a difference of opinion with 
bullets. For some reason, the sidewalk in front 
of The Hanover Shoe Store was chosen as the 
battlefield. During the shooting episode, one 
of the stray .38 caliber bullets crashed through 
the window and embedded itself in the toe 
of a shoe. 

Feeling that we were entitled to some aoe. 
pensation after getting a broken window, | 
immediately had the following sign made: 
"Proof enough that Hanover Shoes can take 
it." This was put on the glass just above the 
bullet hole with an arrow pointing to the shoe 
that stopped the bullet. 

As a means of advertising this certainly did 
the work well, as | honestly believe that one 
half of the city's population stopped to look 
at our windows. To help matters more, one 
of the newspapers carried a news item of 
same. 

Although we are not anxious to have our 
windows broken for advertising purposes, or 
to have people shoot one another for the 
same reason, | think that we were justified in 
doing as was done. 

C. Cater, 
The Hanover Shoe 





S. J. Pentler Resigns 


Wausau, Wis.—S. J. Pentler, presi- 
dent and general manager of Mara- 
thon Shoe Company, of Wausau, since 
it was organized, and more recently 
holding the same offices with the Pied 
Piper Shoe Company, has resigned his 
offices and is withdrawing from ac- 
tive management of the latter firm in 
order to devote more time to his other 
business interests. 

Mr. Pentler retains financial interest 
in the Pied Piper Shoe Company and 
will continue as one of the directors of 
the company. 

Mr. Pentler is leaving with Mrs. 
Pentler for an extended Western trip. 
They will spend a number of months 
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touring in California and Old Mexico. 
Their first stop will be at Berkeley, 
Calif., to visit their son, who is a 
graduate student at the University of 
California. 


What 5th Avenue Is Showing 


Let's Take a Walk With Style 


New YorK—Fifth Avenue turns this 
week to suede in colors, with emphasis 
on campus styles for the college gir). 
Dubonnet, Arak. green, blue and gray 
are prominently shown in window di:- 
plays. Suede is the big leader in leat!:- 
ers and its popularity is expected i: 
continue throughout the Fall and Win- 
ter. The following shops give an idea «f 
the popular styles shown in the Fifth 
Avenue window show: 

Bergdorf-Goodman — Brown _ suede 
with some black in the ties and straps, 
shown with matched outfits and acce:- 
sories. Also evening sandals with 
matching accessories, gold and silver 
kid predominating. 

Andrew Geller—Monks and ties 
brown and black suede with reptile 
trim, also black suede in the specta- 
tor and tie types, trimmed with patent 
and kid. 

Bonwit Teller— 
with gold, in T- 
ties. 

Ansonia—Brown, green and blue 
suede, with brown calf tip and fox. Al<o 
brown and black suedes, kid trimmed, 
with the popular ties featured. Brown 
calf monks and straps are also shown 
in the lower heel heights. 

De Pinna—Black suedes are fea- 
tured, with kid and stitched trims, ani 
the spectator pump in the fore. 

Saks Fifth Avenue—Alligators ave 
shown here with heels from flats to 
14/8 in broadstraps, T-straps and ties. 
Brown is the foremost color in this 
display. 

Frank Brothers—Alligators again in 
brown and black. T-straps, ties and 
straps are shown from the flat to 16/8 
heels. 

I. Miller—Black patents in sandais, 
pumps and ties. Also Bombay calf 
on brown suede in the broadstraps and 
spectator types. 

Hanan & Son—Carefree models for 
the campus in brown and black suede 
with ties, ghillies, and kiltie tongues 
prominently displayed in the lower heel 
heights. 

Walk-Over—T-straps and ties of 
black and brown suede trimmed with 
kid and stitching. 

Winkelman — The “Ra.” A monk 
type shoe in all the Fall colors, Dubon- 
net, rust, brown and black in suede. 
Also flats in reptile and brown and 
black suede. 

Arnold Constable—Presents suedes 
on parade with Dubonnet, green and 
grey and the staple brown and black, 
to the fore. Ties and T-straps lead 
the display in this window. 

Lord & Taylor—Black and brown 
suede broadstraps are featured in this 
store. 

Franklin-Simon — Brown 


wn patent, piped 
ps and high-riding 


suede 
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pumps, ties, and T-straps with kid, 
patent, and stitched trims. 

J. & J. Slater—Brown suede trimmed 
with reptile, kid, and calf in the spec- 
tator, tie, and T-strap types. 

Emily Shops—Jacqueline modes in 
brown and black suede with calf, kid, 
and stitched trims in the strap, ties, 
and spectator types. 

Wise—Velvetta suede in brown and 
black suede in broadstraps and side 
ties. Built-up leather heels in brown 
suede and reptile, shown in_ broad- 
straps, ties, ghillies, and kiltie tongues. 

Best & Co.—High-riding broadstraps 
and ties with kid and stitched trims 
in brown and black suede. 

Julius Grossman—Brown and black 
suede ties and straps trimmed with 
calf and patent. 

B. Altman—Brown and black suede 
ties and straps with fancy kid and 
stitched trims. 


Celebrates Second Anniversary 


New ORLEANS, La.—The second an- 
niversary of the Allen Shoe Store, 801 
Canal Street, was celebrated during the 
week of September 16 with a style show 
and a sale of new Fall shoes. Gratify- 
ing progress has been made in the last 
two years and the outlook is bright for 
Fall, according to Ben Marks, manager. 

The store has been made beautiful 
by modern decorators, and air condi- 
tioning has been installed to increase 
the comfort of the patrons. The Style- 
worth shoes they are showing for Fall 
include the new broad sabot strap, Co- 
lonial buckle strap, flatties, oxfords, 
stepins, and pumps in all the new-style 
Fall colors to interpret every whim of 
the mode for Fall. The Allen store also 
handles Jaybee hosiery and purses. 


New Cantilever Shop 


Boston, Mass.—D. J. McGeary, for 
several years manager of the store 
operated on Newbury Street by the 
Cantilever Shoe Stores Company, has 
opened his own Cantilever store on the 
third floor of the building at 145 Tre- 
mont Street. This will be the only ex- 
clusive Cantilever store in Boston as 
the original store on Newbury Street 
is now handling another line of shoes 
and is known as the Parmelee Shoe 
Shops. Prices range from $5.75 to 
$10.50. Children’s shoes also are car- 
ried and a line of boys’ shoes will be 
added later. 


Shoes on Credit 


BALTIMORE, Mp. — The Baltimore 
branch of I. Miller, shoe retailers, is 
now offering its Baltimore clients the 
new extended charge account service 
which permits them to pay for their 
purchases over a period of three 
months. This service is said to be dif- 
ferent from an ordinary charge ac- 
count in that it permits the customer 
to spread payments over a period of 
three months, according to arrange- 
ments made with the credit manager. 
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Paris Likes American Shoes 


New YorK — A letter received by 
Walk-Over from Mme. Anny Blatt, 
well-known Paris couturiére, states: 
“You can’t imagine how successful your 
Walk-Over shoes are here. Every cus- 
tomer (smart French ladies) ask me 
where they come from.” 


This photograph shows the Tally-Ho, 
a Walk-Over peasant type, worn with 
a two-piece hand-knitted sports costume 
in bottle green wool, as it was worn at 
Mme. Blatt’s recent Paris opening. The 
shoes feature the new ski-boot square 
toe in brown Bucko with green trim 
and thong lacing, illustrating the im- 
portance of color tie-up in shoes with 
clothes. 





This is a radical departure from the 
policy of the concern heretofore. It is 
expected to have a decidedly favorable 
reaction on sales, 


Visitor from Venezuela 


Boston—Enrique Lamberti of Ca- 
racas, Venezuela, spent last week in 
Boston, visiting the Colonial Tanning 
Company, whom he represents in that 
country for their line of quality black 
and colored patent sides. Mr. Lam- 
berti is spending his time in the Bos- 
ton office of the Colonial Tanning Com- 
pany, studying the modern American 
methods of packing and shipping, all 
of which is very interesting to him as 
it is so different from the way things 
are done in South America. 








THE CORRECT SHOE 


PROPR-BIL 


REGISTERE 5. PATENT OFFICE | 


FOR GROWING FEET 


Concentrated 


Selling 
Alert shoe men 
everywhere are cen- 
tering their chil- 
dren’s shoe business 
on one objective—Or- 
thopedically correct 
footwear, for therein 
lies the secret to per- 
manent children’s 
shoe sales. 


Here is the 
popular Propr- 
Bilt Blucher 
with shark tip 
available in the 
child’s and 
misses’ run, 
also stocked in 
oxfords. 


There also is the reason why Propr- 
Bilts are featured in more of the leading 
Children’s Shoe Departments 

each day, for they are Amer- 

ica’s Number One line of 
scientifically correct footwear 

with exclusive patented in- 

built features. They are 

proven merchandisers. 


The Propr-Bilt Plan 


In addition to the other advan- 
tages, Propr-Bilts bring to the 
merchants featuring them ex- 
clusive sale plus an intelligent 
selling plan founded on years 
of Orthopedic shoe selling. 

If interested in more perma- 
nent children’s shoe business, 
write today for more par- 
ticulars of this Propr-Bilt 
selling plan. 


™ © Donnell 
Ss Oe ee OO mn a) im 


JUNIOR SHOE DIVISION HUMBOLDT TENN, 
NEW YORK OFFICE 53! MARBRIDGE BLDG 






















York 
trade . 





Under one roof. 
of the shoe industry’ s leading man- 
ufacturers . 
retailers and buyers, who, in one ( 
visit, may learn all that is new and 
smart in the shoe world. 
The coming season’s outstanding ( 
shoe styles are on display now at 
the Shoe Buying Centre in New 

. . the crossroads of the 
.. the Marbridge Building. } 
Come and see them before you buy! { 


1526 BROADWAY sfase NEUL YORK | 
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— to Shoe District — to Theatres 
—to Transit Facilities—to Garages 





SINGLE 
with Bath 


ei. 
— = Convenient 








ODERNIZED ROOMS 
a $3 DOUBLE ,.., $5 


with Bath 
CHOICE SAMPLE ROOMS 
COULON-LA FRANCHE MANAGEMENT 
GEORGE A. TURAIN, General Manager 























Shop the Mar- 
bridge Building — ‘a 
Headquarters for ! 
Value and Style 
the showrooms ( 


. easily accessible to 


1? 





Chain Store Efficiency 


records are made available 


Recorder’s Stock Record System 


) to independent retailers in the 
) (either in cards or book form) 


MERCHANT’S SERVICE DEPT. 


14 
209 So. State St., Chicago, II. 






Samples on Request 





Obituary 
Nels O. Twite 


MINNEAPOLIS—Nels O. Twite, north- 
west representative of the Brown Shoe 
Co. of St. Louis, died Sept. 29 in Min- 
neapolis, Minn., at the age of 61. 
Masonic funeral services took place 
Oct. 2 from the Scottish Rite Temple. 
His wife, two daughters, and a son 
survive, also a brother living in Nor- 
way. 

Mr. Twite was born in Norway 
March 6, 1874, and came to the United 
States when seventeen years old. He 
had learned shoemaking in Norway and 
followed the same line of business here. 
In 1894 he entered the employ of B. S. 
Hodges Shoe Store at Allendale, N. D., 
and from 1898 to 1901 he was with 
Griffith’s at Grand Forks, N. D. In 
1901 he left the retail branch of the 
business and went with Grimsrud Shoe 
Co. in Minneapolis. 

‘arly in 1902 he became a member 
of the sales staff of Foot, Schulze & 
Co., St. Paul, traveling in Iowa for 
three years. Then he took the North 
Dakota territory and was one of the 
star salesmen of Foot, Schulze & Co. 
until they discontinued business in 
March, 1928, and were succeeded by 
O’Donnell Shoe Co. Mr. Twite con- 


tinued with O’Donnell until the Fall 
of 1929, when he took the line of the 
Brown Shoe Co. 


During his many years in the North 
Dakota territory, Mr. Twite formed a 
great number of firm friendships 
among the retailers of that section, and 
he was loved and respected both by 
merchants and fellow travelers. 


David P. Adams 


NASHVILLE, TENN.— Funeral was 
held Sept. 23 for David P. Adams, 79, 
retired Nashville merchant, who died 
at his home in Henderson, Tenn. 

Mr. Adams was a son of the late A. 
G. Adams who established a boot and 
shoe business on the public square in 
Nashville before the Civil War. 


Mrs. Adelaide R. Hahn 


BALTIMORE, Mp.—Mrs. Adelaide R. 
Hahn, widow of Harry W. Hahn, son 
of the late William Hahn founder of 
the Hahn Shoe Stores’ chain operating 
in Baltimore and Washington, and 
mother of Harry W. Hahn of Balti- 
more, and Arthur H. Hahn of Washing- 
ton, both officials of the Hahn Shoe 
Stores, died, Tuesday while returning 
to her home in Washington, from a 
visit to her son, Harry, in Baltimore. 
Her death occurred following a three- 
car collision on the Washington Boule- 
vard, near Riverdale, Md., but was due 
to a heart attack according to Dr. 
Martin J. Keene of Riverdale, who per- 
formed an autopsy. Accompanying Mrs. 
Hahn on the trip, was her daughter-in- 














law Mrs. Maxine Hahn, and a negry 
maid. After the accident, Mrs. Hahn 
is reported to have gotten out of her 
car and began a conversation with the 
drivers of the two other cars in the 
accident, and appeared unhurt. She 
collapsed suddenly, according to the re- 
port and her death was attributed to a 
heart attack. 

In addition to her two sons, officials 
of the Hahn Shoe Stores in Washing- 
ton and Baltimore, Mrs. Hahn is also 
survived by two brothers, Arthur and 
Herbert Rathael, both of Philadelphia. 
Mrs. Hahn’s husband died a year or 
so ago. 

Funeral services for Mrs. Hahn were 
held at her Washington home. 

The Hahn chain of shoe stores, ail 
but the one in Baltimore being oper- 
ated in Washington, has been promi- 
nently identified with the retail shoe 
business of the Baltimore-Washington 
trading areas for more than 50 years 
and during the more than half century, 
has built up an enviable reputation in 
the retail shoe field. 





Shoe Store Reorganized 


SoutH NorwaLk, Conn.—The busi- 
ness of Keeler’s Shoe Store, 155 Wash- 
ington Street, has been reorganized, 
following settlement of the estate of 
the late George Keeler, founder, who 
died recently, and is now being con- 
ducted by a son, Benjamin A, Keeler. 
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Fits = \ YOU REPEAT YOUR PROFITS WITH AMERICA'S 
; ee i FINEST NU-MATIC NURSE'S COMFORT SHOE 








the Soles 
of Shoes 
to 

the Soles 
of Feet 


Your customers’ comfort depends upon “sole fitting. 


JOHNSON’S ADJUSTABLE CALLUS CUSHIONS 
are absolutely essential to correct shoe fitting, because 
in no other way is it possible to make the flat soles of 
shoes fit the undulating soles of feet. 


” 


No metatarsal pad is efficient 
unless it is adjustable. 


CALLUS CUSHIONS are adjustable to the most mi- 
nute variations in feet, and can be readjusted by the 
customers themselves when necessary, because they 
fasten to the innersoles of shoes with prongs. 


Order today from your jobber, or direct. 
Four sizes to fit all sizes of shoes. 


Retail, 50¢ per pair. Wholesale, $3.50 
per doz. pairs. 
JOHNSON PRODUCTS, INC. 


1145 East 22nd Street 
INDIANAPOLIS, INDIANA 








PLANNING A BUSINESS TRIP 


TO NEW YORK? 





/ 











The Ideal Place to Stop—Because: 


@ It’s Convenient. Located in the mid-town 
business section, a step from Grand Central 
Station, near important office buildings, Broad- 
way theaters, night clubs, and the fashionable 
shops of Fifth and Madison Avenues. 


@ It’s Distinguished. A modern hostelry that 
combines economical town living with the 
comfort, charm and courtesy of a private home. 


@ The Rates are Reasonable 
AT THE BARCLAY BAR —~You will 


find privacy, quiet, courteous service 
and fine liquors. 


THE BARCLAY, 111 East 48th St., New York 
Geo. W. Lindholm, Manager 





Style No. 530 
White Kid  Blucher 
Oxford—Imitation Tip. 
Width AAA to D. 


Send for our catalog of 
Men’s and Women’s 


The greatest shoe ever 
designed for Nurses. 


You can walk or stand all day long 
and never feel tired, when wearing 
a pair of Rohn Nu-Matic nailiess . 
constructed shoes, made especially 

for Nurses, dining room girls, It__takes the POUNDING and 
beauty parlor attendants, doctors’ STRAIN off the SPINE. It pro- 
assistants, etc. vides pillow-like resiliency with 
The patented Nu-Matic shoe with every step. It rests the body 
a sponge rubber cushion has intro- while standing. It exercises and 
duced a new degree of foot comfort. massages the muscles. 


ROHN: NU: MATIC 


Exclusively Manufactured by Rohn Nu-Matic Shoe Mfg. Co., 512 W. Florida St., Milwaukee, Wis, 








That IS something, whatever it is! 
It's the sleepy-head beds which make you think 
Mother rocks you again! It's the clean-as-the-clouds 
table linen gleaming with silver at breakfast! It's 
the glint of Lake Michigan, blue or jade! It's the 
glamour of those who come and go! It's service 
suave when you are in THE GREAT STEVENS! 


THE 


STEVENS 
CHICAGO 


WORLD'S LARGEST HOTEL 


ROOM WITH BATH FROM 2.50 











When writing advertisers please mention Boot and Shoe Recorder 
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CLAWIFIED ano WAN 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 





SALESMEN WANTED 


SALESMEN WANTED 


> 





SALESMEN WANTED 











strictly confidential. 





SALESMAN WANTED 
Experienced salesman to take over management New York office and New England territory. 
MUST HAVE ESTABLISHED BUSINESS IN BETTER GRADE SHOES. 
between the ages of 30 and 45. Give full particulars first letter, including volume of business 
done, previous and present connections, and references. This position 
mid-west manufacturer selling high-styled shoes to retail at $6.50. Applications will be held 

Address E-443, Care 
BOOT & SHOE RECORDER 

239 West 39th Street, New York, N. Y. 


Preter man 
offered by reputable 





S ALESMEN — Experienced selling volumes 
popular priced stitchdown shoes. Southern- 
Southwestern, Western and partial Midwestern 
territory open. State detailed qualifications. 
Address E-410, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 











We have openings in our Sales Organi- 
zation, selling nationally accepted lines 
of Leather, Rubber and Canvas Foot- 
wear, for salesmen experienced in sell- 
ing the several classes of retail trade in 
territories in the following states: 

. Illinois, lowa, Wisconsin, Indiana, 
Michigan, Minnesota, North and 
South Dakota. 

. Missouri, Kansas, Nebraska, 
Oklahoma, 

3. Tennessee, Arkansas, Alabama, 
Mississippi, Louisiana. 

. New York, New Jersey, Penn- 
sylvania, Delaware, and Mary- 


land. 
5. Virginia, North and South Caro- 

lina, Georgia, and Florida. 
We prefer to hire men between the 
ages of thirty and forty-five years, 
who have been selling footwear in 
these territories, and who live in or 
near the territory. 
Guaranteed salary and expenses 
with earning capacity dependent 
only on individual efforts and ability. 
This is an my yee that will ap- 
peal to men of ambition and ability 
to produce. 
In your reply give age, education, 
experience in territory, firms repre- 
sented, types of accounts called on, 
lines carried, record of sales, and 
earnings for the last three years, 
together with references. 
All references treated confidentially 
when so requested. Our Sales Or- 
ganization have been informed of 
this advertisement. 
Address E446 care Boot & Shoe 
Recorder, 140 Federal St., Boston, 
Mass., for interview. 


SALESMAN WANTED 


We are interested in securing ser- 
vices of experienced salesman who 
knows trade in New Jersey, Hud- 
son River district and suburban 
trade of New York, Brooklyn, 
Long Island and portion of New 
England. 

Only interested in men experienced 
in this territory and preferably 
men who have been selling women’s 
shoes. Give experience, what lines 
sold, amount of sales for past two 
years and your references, in first 
letter. 

Spring line ready about November 
first. All correspondence consid- 
ered confidential. Apply direct to 


The Krippendorf Dittmann Company 
Cincinnati 








Gulf States and Oklahoma 


Want salesmen with established trade 
to carry well-known high.grade juve- 
nile line complete Infants’ to Grow- 
ing Girls. Straight commission. All 
staples in stock. Refer former and 
present employers first letter. Address 
£447, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 




















UVENILE Salesman Wanted for nationally 

known line of high grade Children’s, Misses’ 
and Growing Girls’ shoes. Territory Arizona, 
New Mexico, Oklahoma, Kansas, Colorado, 
Utah and parts of Missouri and Nebraska. 
Reply with full details of present and previous 
connections, annual volume, names of accounts 
sold, age, references, etc. Address E-433, care 
Boot & Shoe Recorder, 209 So. State St., 
Chicago, Ill. 





SHOE salesman to handle fast selling line of 

shoe ornaments as side line, good opportunity, 
commission basis, state references and territo: 
in first letter. Address E-442, care Boot % 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





NEW YORK SALESMAN. One who ha: 

personal connectiohs with a New 
York accounts to cover New York, Brookly: 
and several additional la Eastern cities with 
nationally known line of igh — Children’s 
Misses’ and Growing Girls’ shoes. Side lin: 
arrangement satisfactory. Write fully—experi 
ence, age, accounts sold, volume, etc. Address 
E-434, care Boot & Shoe Recorder, 239 Wes 
39th Street, New York, N. Y. 


MANUFACTURER with fifty years’ experi 
ence wants shoe salesmen to introduce new 
type orthopedic arch support. Protected terri 
tories. Write Hunter, 86 Ellicott St., Buffalo, 


N. 








SALESMEN wanted to sell complete line of 
Shoe Ornaments and Findings for reputable 
manufacturer. Address E-445, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





LINE WANTED 


ALESMAN, ten years with leading manufac 

turer, will change. Want for Missouri and 
Iowa extremely fast quality line popular price 
women’s novelties or sport. Address E-439, 
care Boot Shoe Recorder, 239 West 39t! 
Street, New York, N. Y. 


ANT to connect with manufacturer < 

women’s welts retailing from five to seve: 
dollars. Territory, New York and vicinity 
Over twenty-five years’ experience as manu 
facturer and salesman. Successfully marketed 
and created big demand for semi-orthopedi 
lines. Control trade mark with option of 
patents. Have sold largest accounts all over 
the United States. Can design and develo» 
lasts. Address P. O. Box 54, Times Square 
Station, New York, N. Y. 


POSITION WANTED 














SHOEMAN, capable, efficient, expert shoe fitter, 
25, married, desires connection with future 
Retail salesman, display man and _ cardwrite: 
Will consider any reasonable offer that has po 


sibilities. references. Address E-44) 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





BUSINESS OPPORTUNITY 


EXCLUSIVE SHOE STORE, LOCATED 
ARCADE BUILDING, TRADING AREA 
TEN THOUSAND, MORE DURING WI! 
TER SEASON — DECEMBER TO MAY. 
PARTICULARS, WRITE BOX 603, LAK 
WALES, FLA. 








mum charge 7. 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
5 cents. For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


Minimum charge, $1.25. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@peq 
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~ BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY 





MERCHANTS’ NEEDS 








MAKE ARCH SUPPORTS TO ORDER 


from an exact wax impression of each foot made on the Technoped 
—a new device that eliminates all guess work in foot correction. 
Supports are light, perfect fitting and comfortable. Can be made by 
you in 15 minutes. Technoped machine, equipment and complete 
course of instruction at low cost. Write 


TECHNOPEDIC INSTITUTE OF FOOT CORRECTION 





665 BROAD ST. NEWARK, N. J. 

















—_—_— 
——__ 


YOU CAN HAVE A BUSINESS PRO- MERCHANTS’ NEEDS 

FESSION OF YOUR OWN and earn big 

income in service fees. A new system of 

foot oman — gg al Lg 
e at home in a few weeks. y 

for training: openings everywhere with | WEAVCO INTERNATIONAL, INC. 

all the trade you can attend to. No capi- ; 

tal rogues or ee So Si, ne saeeey manufacturers and designers 
soliciting. she ° 2 

Stephenson Laboratory, 21 Back Bay, Show Window Display Equipment 

Boston, Mass. 

= 








Write for new catalogs and details 
214 INSTITUTE PLACE, CHICACO, ILL. 











~ WANTED TO PURCHASE 








A PHENOMENAL SUCCESS 
Buyers of Surplus Stocks : : 


We will buy surplus or entire stocks of shoes : 1 
from manufacturers, jobbers or retailers. sy : a 
QUANTITY NO OBJECT 


KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 





oo'se$ 
NOU! GNVH HLIM 3JNIHOVAW 





WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Ete. 
IRVIN RUBIN 
sade St Cag. Charch =e 
89 Reade St. Cor. ur a 
Phone Barclay 7-7887 New York City THE DUNDE SHOE RESHAPING 
MACHINE 
A Seaentnnel = Le ye Seneiiee. 
Practical for conforming of shoes. = 
CASH FOR BRANDED = — operation, Eliminates slipping at 
heels, gapping at sides. Practica 
RETAM, OR FACTORY 57 every fitting need. Dealers everywhere 


peewee. ee ee Se em are satisfied users. Send for catalog. 


OS°87$ AYOA MIN ‘8 “O “J 





00°si$ (AINO) NOW! GNVH 














BARIS SHOE COMPANY, Ine. SURE BHO MEOMAPING BEVEGRE: ul 








79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 5181 











THE PROFIT-FLASHER 
tells instantly the percentage of 


MERCHANTS’ NEEDS ae een 


Cost may be either per unit or 
per dozen. 











Ay : 
Vest Pocket Size 


The Original CS 
SHOE SHRINKER | 922040) 55 May Woy oi 530 


FIGURES ld / “ANT. 
The Shee Doctor | MARKUP INSTANTLY 


Pat. No. 1990142 
EVERY BUYER NEEDS Al 
with ss SB PROFIT-FLASHER 

ut! 


Prepared Fluid $$ * 4.00 (Ce apse nr pans 
$15.00 Shrinks Leather or 00 > : sau 
Guaranteed One Yer Fabric Shoes Per- SERRA €. CREME CO, 

fectly. Makes Sales. 
Stops Refunds. Makes a Perfect Fit to 
Shoes That Slip at the Heels or Gap 
at Sides. Simple and Easy to Operate. 





New Assistant Manager 
OmaHa, Nesr.—F. Hewitt has been 
Write for More Information named assistant manager of the shoe 
department of Carman’s, ladies’ ready- 
E. C. SMELTZER CO. to-wear store. He has had experience 
121 E. 5ist St., Indianapolis, Ind. in shoe departments of various Omaha 
: stores. 











DISPLAY ©@ 


Again SEGALL & SONS Toke 
the Lead by Presenting Display 
Equipment in the Newest of 
Modern Designs at Prices You 
Will Find Most Agreeable. 
A special folder, has 
been prepored. Please ask 
us to mail you a copy 


SEGALL & SONS 


923 Arch $t., Philadelphia 








STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, CIRCULATION, ETC., RE- 
QUIRED BY THE ACTS OF CONGRESS OF 
AUGUST 24, A MARCH 33, 4 
_ OF BOOT AND SHOE RECORDER, pub- 
lished weekly at Philadelphia, Pennsylvania for 
October 1, 1935. 

State of Pennsylvania | 
County of Philadelphia § 

Before me, a Notary Public in and for the 
State and county aforesaid, personally appeared 
William M. LeBrecht, who, having been duly 
sworn according to law, deposes and says that he 
is the Business Manager of the BOUT AND 
SHOE RECORDER and that the following is, 
to the best of his knowledge and belief, a true 
statement of the ownership, management (and 
if a daily paper, the circulation), etc., of the 
aforesaid publication for the date shown in the 
above caption, required by the Act of August 24, 
1912, as amended by the Act of March $3, 1933, 
embodied in section 537, Postal Laws and Regu- 
lations, printed on the reverse of this form, to wit: 

1, That the names and addresses of the pub- 
lisher, editor, managing editor, and business 
managers are: Publisher, Chilton Company (Inc.), 
Chestnut and 56th Streets, Phila., Pa.; Editor, 
Arthur D. Anderson, 52 Nassau Drive, Great 
Neck, L. I.; Managing Editor, Raymond L. 
Fitzgerald, 9912 Guilford St., Forest Hills, L. I.; 
Business Manager, William M. LeBrecht, 320 
East 42nd Street, New York City. 

2. That the owner is: (If owned by a corpora 
tion, its name and address must be stated and 
also immediately thereunder the names and ad 
dresses of stockholders owning or holding one 
per cent or more of total amount of stock. If 
not owned by a corporation, the names and ad 
dresses of the individual owners must be given 
If owned by a firm, company, or other unincor- 
porated concern, its name and address, as well 
as those of each individual member, must be 
given.) Chilton Company (Inc.), Chestnut and 
56th Streets, Phila., Pa.; stockholder owning 
more than 1% John Blair Moffett, 1608 Walnut 
Street, Phila, Pa. 

3. That tle known bondholders, mortgagees. 
and other security holders owning or holding 1 
per cent or more of total amount of bonds, mort- 
gages, or other securities are: (If there are 
none, so state.) None. 

4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and 
security holders, if any, contain not only the list 
of stockholders and security holders as they appear 
upon the books of the company but also, in cases 
where the stockholder or security holder appears 
upon the books of the company as trustee or in 
any other fudiciary relation, the name of the 
person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs 
contain statements embracing affiant’s full knowl- 
edge and belief as to the circumstances and condi- 
tions under which stockholders and _ security 
holders who do not appear upon the hooks of the 
company as trustees, hold stock and_ securities 
in a capacity other than that of a bona fide owner; 
and this affiant has no reason to believe that any 
other person, association, or corporation has any 
interest direct or indirect in the said stock, bonds, 
or other securities than as so stated hy him. 

5. That the averare number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to naid suhscribers 
during the twelve months preceding the date 
shown above is (This information is required 
from daily publications only.) 

WILLIAM M. LEBRECHT 
(Signature of business manager.) 

Sworn to and subscribed before me this Ist 
day of October, 1935. 

[SEAL] JOSEPH W. FRITZ 

(My commission expires Feb. 19, 1939.) 


SS. 
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Our Advertisers In This Issue 





O'Donnell Shoe Co. 


Enlarge Factory 


St. PauLt, MINN. — The O’Donnell 
Shoe Company are just completing a 
large addition to their Humboldt fac- 
tory to provide for the increased busi- 
ness in their children’s line and to pro- 
vide additional office space. Their chil- 
dren’s factory is running at full ca- 
pacity and the Fall orders have greatly 
increased in volume. 

Their salesmen were covering their 
territories since October 1 with the 
new Spring sample lines of their chil- 
dren’s shoes, Several new ideas have 
been incorporated in the children’s 
lines in the way of scientific construc- 
tion and styling. A broad program of 
an educational nature has been adopted 
for the next season with more aggres- 
sive advertising and planned selling 
ideas. Their sales force has been in- 
creased by the addition of several new 
salesmen, which will permit the com- 
pany to concentrate more on sales ef- 
forts and educational work among the 
shoe dealers and retailers. 


New Shoe Trimming Firm 


BELLOWS FALLS, VT. — Steadily in- 
creasing requirements of the Harbo 
Shoe Company for leather novelty 
trimming has resulted in H. J. Gonyer, 
formerly with the Hi-Grade Trimming 
and Novelty Co. of New York City, 
leasing the third floor of the office 
building of the Vermont Farm Ma- 
chine Building and the immediate in- 
stallation of shoe trimming machinery 
in the Bellows Falls plant. It is ex- 
pected that operation will begin in 
about two weeks. 


Shoe Advertising Light 


Boston, Mass.—A men’s style sec- 
tion in one of the Boston dailies, which 
included sports news, as well, did not 
prove particularly attractive as an ad- 
vertising medium to retail shoe dealers 
in this city, judging from the amount 
of space used. 

The 12-page section, which appeared 
September 20, carried only four adver- 
tisements devoted exclusively to shoes 
—those of Thayer McNeil, Coes & 
Young Company, the Walsh-Arch Shoe 
Shop and Thom McAn. In addition, 
the Jordan Marsh Company displayed 
two shoes.in a large space ad, more 
than 90 per cent of which was devoted 
to clothing and haberdashery. By far 
the largest ad was that of the Thom 
McAn stores—five columns by about 
13 inches, 
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Preseribed for a Rapid Turnover 


A slen ilo 


NURSE 


KEEP GCOOD FEET HEALTHY 


OXFORD 


t - 


ALSO FOR SCHOOL TEACHERS, 
BEAUTICIANS, WAITRESSES, AND OFFICE 
WORKERS 


There’s Extra Business right at your door if you promote the 
sale of this really marvelous shoe for the USE or purpose 
for which it is intended. Don’t be overmodest about asking 
your dress-shoe customer what her occupation is, for such 
often leads to the sale of two pairs of shoes. 


No. 1780 " — , 
White Elk Nurse Oxford. For foot comfort and for style, this “industrial shoe” for 


Sizes 31 : : ; : 
AAA, AAA’ B.C. active women just can’t be beat. Its 3-point suspension, 
No. 1722 seamless tongue, seamless quarter linings, and bulb-shaped 

Same in Black Calf. 1 ° ° J ; 
No. 1764 patented <a _ qonm, give a a - oe —— pos- 
Same in Brown Calf with sible competition. It is a typical “Kali-sten-iks” feature 


Hazelwood Tongue. * i 
shoe, styled and designed by Gilbert craftsmen. 


THE GILBERT SHOE CO., THIENSVILLE, WIS. 


LOS ANGELES . HAYWARD HOTEL 


omy 


NEW YORK . 541 MARBRIDGE BLDG 


Vol. CVIII, No. 7, BOOT AND SHOE RECORDER, published every Saturday by Chilton Company (Inc.), Chestnut and 56th Sts., Philadelphia, Pa. Entered as second class 
matter November 23, 1932, at the.Post Office in Philadelphia under Act of March 3, 1879. Subseription price $3.00 per year. Printed in U. 8. A 
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EWING GALLOWAY 


pecioeoy fri the HAicdure’ 


FOR SPRING / 


Genuine Palm Beach Cloth is playing its 
customary prominent part in Spring selling 
plans. For southern resort and early Spring 
promotion, it's quite the smartest, most profit- 
able fabric to select. More than that, it is widely 
known and the Genuine Palm Beach Cloth 
trade mark adds the stamp of authenticity to 
any shoe. 


There are many new Genuine Palm Beach 


eer ny ng ne Cloth patterns for Spring. You'll want to feature 


Cloth is available to those them... but insist upon the Genuine, the real 
manufacturing shoes of s : 
this fabric. fabric cannot be duplicated. 


Giltetnagn) é 


a 


THE CENUINE CLOTH 


419 FOURTH AVE. 





When writing advertisers please mention Boot and Shoe Recorder 
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At eat S 


pass Inspection 


Here’s an “X-Ray” of a Spaulding Counter: Long-fibre hemp and 
imported flax, both washed and processed until absolutely pure. Then 
beaten in clean water and everlastingly knit together. No weakness 
or breaking away of the fibres is possible. These knitted sheets are 


Spaulding Counters Poor-fitting counters i H : de 
nl De lenis sone now precisely calendered to specified thickness. Then sun-dried to 


seams — perfect bal- | seams—an unbalanced a 
ance—longer wear—  shoe—rundown heels a mellow, leather-like appearance and quality. Added toughness and 
because they’re made and repair bills for 
to fit! your customers. 


flexibility. Each process is inspected. Every finished sheet is in- 
spected. Nothing but perfect sheets can go to our customers. Tons 


of them are “‘in stock,”’ so every order can be filled promptly. 


PAULDING With Happy Heels a part of your line, these heels will also “pass in- 


Count er S spection” as long as the shoe is worn. It pays to give your customers 
“Made i» North Rochester, N. H. Happy Heels! 


NO OTHER PART OF THE SHOE MEANS SO MUCH... AND COSTS SO LITTLE 


When writing advertisers please mention Boot and Shoe Recorder 








1134—Black Elk 16 inch, Good- 
year welt, extra heavy no-mark 
composition sole, all leather. 
Sizes 6/12 oe. 
1133—Same with extra heavy 
full double oak leather soles. 
$3.50 

1123—Same in black Elk. Sizes 
- ee 


1136—Oil tanned Eskimo Calf 
16 inch Goodyear welt, leather 
lined vamp, full double oak 
leather sole, leather heel. Arch 
Seal, all leather. Sizes 6/12. 

$4.60 
1137—Same in 18 inch. Sizes 
fn sieve os «eee 


579—Boys' Black Elk, 14 inch 
nailed, grain insole, leather 
middlesole, no-mark composi- 
tion outsole. Sizes 1/6. .$2.15 
580—Same in Tan Elk 

588—Same in 13 inch, Good- 
year stitched full double oak 
leather sole, leather hee!. $2.60 


tT 


«- 


4 
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63—Black Elk 14 inch nailed, 
grain insole full length, tan 
composition, middlesole, Para- 
cord outsole. Sizes 6/12.$2.35 


64—Same with oak sole. . $2.65 


576—Boys' Black Elk, || inch 
nailed double sole, tan com- 
position, middlesole, no-mark 
composition outsole. Sizes 1/6 

$2.00 
576'/4—Same in Little Gents’. 
Sizes 9/13'/ 


577—Youths' Black Elk, 9 inch 
stitchdown, double oak sole, 
leather middlesole, no-mark 
composition outsole. Sizes |/2 
$1.35 
577'/2—Same in Little Gents’, 
8 inch. 
Sizes 9/13 oecatee SO 
572—Same in Tan Elk. 
572'/2—Same in Tan Elk in Lit- 


tle Gents’. 


FOR THE 


1935 
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SPORTSMEN OF THE FAMILY 


SENIOR AND JUNIOR 


Ewpicorr-JOHNSON Hi-Cuts for 
Men and Boys have the sturdy, out- HI-CUTS 
door qualities needed in shoes for 

“roughing it”. Damp-proof, roomy IN-STOCK 
and very well made, there's long, 

satisfactory service in every pair. FOR FALL 


Retailers will find Endicott-Johnson AND WINTER 
Hi-Cuts unusually profitable, espe- 
cially in the season just ahead. Our 
line features the types most in de- 
mand...order them from our IN- 
STOCK Service, we'll deliver 


promptly. 


76—Black retan 16 inch, nailed, 
grain insole, full double leather 
sole. Paracord tap, rubber 
heel, heel rim ..........$3.00 
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made by a 


MODERN METHOD 


Many leading manufac- 
turers of quality footwear 
are producing Silhouwelts 
in smart new designs. 
They offer unsurpassed 


values to the wearer and 3 





real business building op- 





portunity to the merchant. 


SILAFOQUWELIDS 














UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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syoop-> (UALITY 
UILDS GOOD WILL 





HOOD FEATURES MAKE YOUR SELLING EASIER 














HoodRubalastics provide extreme light weight, 
flexibility, perfect fit, have light-colored, wash- 
able lining. One size fits variety of shoe sizes 
and widths, solving your stock problem. 











Te quality Hood builds 
into rubber and canvas 
footwear is mighty important to 
you. Because poor quality makes 
a customer dissatisfied with your 
store. And there are scant profits 
in dissatisfied customers! 

Like many other steps Hood takes 


to safeguard and insure built-in. 


quality, inspection of the most rigid 
kind begins when the raw material 
enters the Hood factory. From then 
on, the workmanship at every step is 
checked by keen-eyed, experienced 
inspectors. While a final inspection 
before Hood canvas and rubber 
footwear leaves the plant might be 


sufficient, Hood takes the extra pre- 
caution of continuous, progressive 
inspection. Only in this way can 
Hood be sure the footwear shipped 
to you will measure up in every 
way to the high quality standards 
you and your customers have a right 
to expect of Hood products. 

You can play safe with the reputa- 
tion of your store by stocking the 
Hood line of rubber and canvas 
footwear. For Hood puts quality 
first. Quality in raw materials—in 
manufacture—and in designing and 
styling the kinds of footwear people 
want, and will come back for. 


HOOD RUBBER COMPANY, INC. 
Watertown, Massachusetts 


Branches at Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, IIl.; Cincinnati, O.; Cleveland, O.; Dallas, Tex.; Denver, Col.; Detroit, 
Mich.; Kansas City, Mo.; Los Angeles, Calif.; Minneapolis, Minn.; New York, N. Y.; Philadelphia, Pa.; St. Louis, Mo.; Salt Lake City, 


Utah; San Francisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 





This is one of a series of advertisements on many features of Hood Rubber Footwear that help you build sales and profits. 
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UPLICATED OUR RDER AFTER ( Dy 09 


say DUMBAUGH’S 


BGRGREaRa 


Mr. A. O. PETERSON, 
General Manager 


Partial View of 


Dumbaugh’s Shoe Dept. 


Dumbaugh’s are not located in a large city—they are a prominent. 
respected business in a county seat town in Iowa. Perhaps that’s wh) 
their testimony should be interesting—it shows that Florsheim Shoe- 
for Women are saleable in quantities, in big cities and small, the countr) 
over. Mr. A. O. Peterson writes: “One week after your shoes were rv- 
ceived we were compelled to duplicate our order and to write for your 
salesman to call, as we had a number of special order customers. In three 
hours one afternoon 18 pair of special orders were sold.” You, too, can 
sell quality footwear if you sense the opportunity that exists—and you 
should sell Florsheims if you sense the fact that it is the fastest growing 


line in the industry. Write for our representative to call. 
In Stock: 
TO RETAIL AT 
THe Futura, W-197, 
in black kid; W-198, § S /5 5] 0 
in brown kid. Pe AND UP 


THE FLORSHEIM SHOE 
for Women 


THE FLORSHEIM SHOE COMPANY ® Manufacturers CHICAG® 
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